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ASKS COMPANIES TO 
PROTECT BUREAUS 


Plea to Underwriters Not to Make 
Bids for Services of 
Raters 





APPEAL MADE BY ATLEE BROWN 
New Jersey Expert Says That These 
Are Days When Bureau Efficiency 
is Essential 
A letter of Rate Expert Atlee Brown, 
the gist of which communication is an 
appeal to companies not to hire em- 
ployes of rating organizations away 
from these organizations during. the 
present war crisis, attracted consider- 
able attention on the Street this week. 

The letter follows: 

We beg to call your attention to the 
consensus of opinion of some of our 
individual designators in view of the 
high importance, to privately conducted 
insurance business, of maintaining a 
marked degree of efficiency and pro- 
ficiency in the rating and inspection 
offices of the country, and unimpaired 
organization for performing satisfac- 
torily their exacting technical duties 
to the public and to the Federal Gov- 
ernment, as well as to the companies: 

“That the experienced employes of 


these rating and inspection offices, 


ought, so far as possible in every case, 
be retained in thew present employ- 
ment and positions, that the companies 
ought to refrain from any attempt or 
semblance of any attempt to recruit 
their own field or office staffs from 
among the personnel of these offices, 
and ought to discountenance similar 
attempts on the part of brokers, agents 
or others wherever possible.” 

The Schedule Rating Office having in 
mind only the best interests of the 
business and disavowing any intentional 
presumptuousness, respectfully submits 
the foregoing observations for the con- 
sideration of senior executive officers 
of all fire insurance companies and 
others to whose attention it may come. 


NEW HEAD EXAMINER 

State Insurance Commissioner 
Charles A. Ambler announced the ap- 
pointment of A. G. Costello to be ex- 
aminer in chief for the Insurance De- 
partment at a salary of $4,000 per year. 
He takes the place of A. Nevin Detvich, 
who has been given leave of absence to 
enter the army. 


























Conflagration Proof 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


Service to Policyholders and to Agents Unexcell:d. 





FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hai:, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
tered Mail, Rents, Rental Values, Sprinkler Leakage, Tourists’ 
Baggage, Use and Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION SERVICE 























’ LIBERTY BONDS ¢ 


Underwritten by the 
AMERICAN PUBLIC 








MERCANTILE INSURANCE COMPANY OF AMERICA 
76 WILLIAM STREET, NEW YORK 
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THE BIG FOUR 


AGE— STRENGTH— SERVICE— OPPORTUNITY 


A COMBINATION WHICH MAKES A WIN. 
NER FOR THE AGENCY FORCE OF THE 


EQUITABLE LIFE OF IOWA 


(Organized 1867) 

All previous records broken during 1917. Substan- 

tial increase in assets and paid for insurance. Net 

gain in insurance in force during 1917, $21,764,- 

972.88, or 72% of the amount paid for. 

MEN of CHARACTER can obtain further informa- 

tion as to the Company and Opportunities by 

addressing: 

H. E. ALDRICH, Supt. of Agents 

EQUITABLE BUILDING, DES MOINES, IA. 











i $3.00 a Year; 5e, sie Copy 
CONNECTICUT MUTUAL’S. . 
NEW SALES BOOK 


Diminishing Purchasing 
Power of Dollar and Necessity for 
Adequate Insurance Protection 


Features 


SELLING FACTS VISUALIZED 


Prospects Brought Face to Face With 
Pertinent Facts About High 
Cost of Living 


The Connecticut Mutual Life has 
issued a “Sales Book” for its agents, 
containing not only the latest argu- 
ments used by successful managers of 
producers and the producers them- 
selves, but also some of the old plain- 
talking reasons for buying life insur- 
ance, which never will pass out of 
vogue because they are built on bed- 
rock salesmanship fundamentals. The 
first book of the kind which the Com- 
pany has issued, it was introduced to 
the agency force at a meeting of gen- 
eral agents held in New York City re- 
cently. 

Book Says Much In A Few Words 


The main idea back of this practical 
educational proposition is to visualize 
the selling argument. Numerous cuts 
are printed, and in the reading matter 
the thought is conveyed in the quickest 
and most forceful manner possible, an 
entire page often compelling attention 
by a striking headline. The book is 
of the loose-leaf, spindle, flexible leath- 
er-cover type, easy to carry. The vol- 
ume carries four subtitles: Why Buy 
Insurance? Why Buy Connecticut Mu- 
tual? Why Buy Now? Specials. The 
last embraces a plan for the creation 
of trust estates, and furnishes argu 
ments for business and income ingur- 
ance. 

What Dollar Will Buy 

The diminishing purchasing power 
of the dollar—the high cost of living 
the necessity of protecting dependents 
in the event of premature death’ of 
bread-winners—constitute the theme for 
a large part of the section captioned 
‘Why Buy Life Insurance?” The Con- 
necticut Mutual statisticians figure that 
the dollar of June, 1914, was worth 
90.60 cents a year later; 84.28 cents 
two years later; 65.05 cents three years 
later; and in June, 1918, was worth 
just 45.48 per cent. This theme is 
driven home persistently and effectively 
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with pictorial representations to enable 
the agent to use the argument where 
it will do the most good. Under the 
heading “Figure It Out Yourself,” there 
are loose leaves of the following table 
which the prospect when he fills out 
will find decidedly illuminating: 
Monthly Expenses 
Whole 
Family 


Less Your 
Share 


Rent 
Food 
Clothes 
Coal and Ice...... 
EE ee 
Flectricity 
Telephone 
Laundry 
0 ee 
Amusements 
Incidentals 


eee ener 


Total 
Income from 
investments, etc. 
(Not dependent 
on your 
activity) $ 


Supplementary 

Income to be 
provided $ 

Under the heading of “What Life 

Insurance Does,” meaning in the way 
of service to insured and service to 
beneficiaries, the Company has handled 
the subject in a strikingly succinct fash- 
ion, telling the whole story in a mini- 
mum but sufficient number of words. 
The lastern Underwriter has been 
given permission to print this valuable 
summary which reads: 

Service to Insured 
1. Creates Immediate Estate. 

a. Can be paid for by payment of 
“taxes” only and becomes income- 
bearing in old age. 

b. Title granted on payment of first 
“eax.” 

c. Death cancels all future payments 


and leaves property payable in 
full. 
d. If the insured discontinues the 


undertaking a large part of “taxes” 
paid will be returned to him. 

e. Estate is “self-administered.” 

f. While saving money for self it 
enables insured to do his duty to 
his family and also to protect fu- 
ture of his business. 


. Promotes Success. 

a. By promoting thrift. 

b. Develops characteristics of 
dence and self-respect. 

ec. Through accumulations created by 
a system of self-imposed compul- 
sory savings. 

d. It increases credit by giving evi- 
dence of prudence and good busi- 
ness judgment and by providing 
best possible collateral. 

Lengthens Life and Increases Effi- 
ciency. 

a. By eliminating worry. 

b. Insuring peace of mind during ill- 
ness or financial stringency. 

ec. By discovering disease. 

d. By increasing self-respect through 
sense of fulfillment of duty. 

e. By guaranteeing independent old 
age. 

tnables Man to Live Better with 

Family and Provide Better for Them 
at Death. Twenty or thirty years 
would ordinarily be required to cre- 
ate similar estate in any other way. 

. It Provides Fund to meet Emergen- 
cies. 

a. Collateral in times of stringency 
or depression at reasonable in- 
terest without publicity, commis- 
sion or endorsement. 

b. Payment of heavy doctor bills dur- 
ing illness or loss of employment. 

c. An educational fund for children. 

d. Protect one’s business. 

e. A fund for investment 
nities. 

. Indemnifies for Disability. 
Provides livelihood for self and fam- 
fly in event of permanent and total 
disability. 


bo 


pru- 


w 


~ 


o 


opportu- 
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LAY DOWN 


or 
LAY DOWN YOUR ARMS 


BUY BONDS «i. FOURTH LIBERTY LOAN 





THE PRICE 





68 William St., N. Y. C. - 





JOHN M. RIEHLE, Manager 


Equitable Life Assurance Society 
of the United States, 














7. An Investment—Not An Expense. 
a. Because it is bound to mature if 
“taxes” are paid. 


and re- 
col- 


b. Free from most taxation 
quires no attention such as 
lecting rents, making repairs, ete. 


c. In the event of change of resi- 
dence, easily moved without sac- 
rifice. 

d. No depreciation, all claims paid 
promptly 100 cents on the dollar 

e, Founded on science. and invest- 


ments regulated by law. 

f. Furnishes splendid investment for 
large sums of money where se- 
curity is chief consideration. 

Service to Beneficiaries 
8. It Provides Immediate Cash. 

a. To pay outstanding obligations. 

b. To meet current expenses and 
keep business going 


ec To protect inherited investments 
and pay inheritance taxes. 
d. To cover cost of last illness. 


e. To cover cost of administration of 
estate. 


- ’Phone, 4343 John 
9. Relieves a family of worry by pro- 
viding a guaranteed income and 


trust protection. 


10. It indemnifies for 
a. Loss of earning capacity of in- 
sured. 


b. Depreciation in assets. 

ec. Indemnifies beneficiary, whether 
partner, corporation, or family, 
against loss of guiding influence. 

11. Preserves Integrity of the Home. 

a. Keeps family together. 

b. Enables mother to devote her time 
to family. 

c. Maintains fixed standard of living 
and guarantees minimum standard. 

d. Makes family independent of Char- 
ity and relatives. 

e. Enables children to complete edu- 
cation. 

f. Avoids will contests. 

g. Fulfills plans regarding other prop- 
erty left by will. 

h. Saves family from 
Administration. 

Another table in 


publicity of 


the book which is 





DP 


Once in a while it pays a man to read an advertise- 


ment. 


For instance, do you know why the $24,- 
816,657.00 of new business paid for in 1917 


by the fieldmen of 


THE GUARDIAN LIFE 
INSURANCE COMPANY OF AMERICA 


exceeded by $3,751,129.00 the largest amount 
paid for in any other year since the Company 
was organized in 1860? 


Do you know why very few men who can 
make a living selling life insurance leave 


this Company? 


The answers to these questions will be of great 
value to the man who wishes to form a connection 


with 


A Growing Company For Growing Men 


DO YOU READ 
® ADVERTISEMENTS e 


| 
? 
| 





For a direct Agency Connection address: 


T. LOUIS HANSEN, Vice- 


- 50 Union Square 





Prest & Agency Manager 
NEW YORK, N. Y. 























loose leaf and can be taken out for 
presentation of the prospect for his 
filling out is this: 


Confidential 


COS UE sce hic atelscuetxcd ta ebiadse 
nn SOON >.. oot ocue adnan seonee 
Nature of business... 0.00%... ccc teed 
MOO hob daedcassevectanedadlen 
Best time of day for interview....... 
When last examined by doctor........ 
PUNO OE MON av tencotseecsaeve chin 
Date of birth. .Married, single, widower 
Date of birth of wife. ..i) 66.6 ccsekisc 
POU: OS COR 6 os sro kde ch wetted 
OE OR UNINEO 6 os 5 0.6.5 da seewe oe 50d oy 
Other dependents ..............scb00. 
Approximate earned income $..per an. 
Income from investments, approximate- 
a ere 
Family living expenses per annum $.... 
Personal expenses $...... 
Present life insurance $...... 
In the following companies:........ 
Ree: MONE ii oh 5s soeduldcwsedes 
Endowment policies 
eo aaidchs vacite oGw io peekee edt it 
Due dates of premiums............... 
How payable to your beneficiaries. . . 
IS os ca cos 6nde amcubealws oe 
MOFrtgASe Of HOW, 2. ...6cccvecvsseacs 
How large a line of credit do you use.. 
Business insurance carried............ 
An Introduction Slip 
The question, “When last examined 
by doctor?” may develop a mine of 
information, some of which possibly of 


a nature which will disclose to the 
agent that he is wasting time, and 


should drop the case. 
The first pages in the book consist 


of introduction slips, reading as fol- 
lows: 
Dear Mr.— 
This is to introduce 
Mr.- 
S. L. Morton, the Company’s leading 


general agent—-his headquarters are in 
St. Louis has depended throughout his 
successful career on the endless chain 
method of soliciting with its constant 
influx of the introduction cards. In the 
introduction slip quoted a paragraph 
back it will be noticed that just above 
the signature line on the introduction 
slips there is enough space left for a 
brief memorandum to be written. It 
might be noted that “Mr. is a friend 
of mine,” or that, “Mr. -is to be 
trusted with confidential matters,” or 
“Mr. will be worth while seeing; he 
is in a position to tell you something 
of real value to yourself ov your familiy 
or your business,” are lines which if 
written on these slips will be helpful 
to the agent. 


Some of the Connecticut Mutual 
agents devote their first interview 
to the collection of information upon 


which to base their proposition and it 
was with this thought in mind that the 
Company prepared the sheet reproduced 
in this article, marked “Confidential.” 


A FRATERNAL PLANK 

The Towa Fraternal Congress has 
passed and adopted a platform, contain- 
ing fourteen planks, one of which fol- 
lows: 

“We do not desire to invade the 
domain of partisan politics, but we as- 
sert our unabated confidence in govern- 
ment of, by, and for the people. We 
believe that the greatest thing in the 
world is our common humanity; that 
the power of the people to govern them- 
selves is acquired by attempting the 
art of self-government; that all govern- 
ments should be the property of the 
people; that the people’s welfare is the 
purpose of all just government; that 
the lawmakers, law enforcers and law 
interpreters are but the temporary 
agents of the people in whom resides 
all power to make, to execute and to 
construe laws, precedents and constitu- 
tions. That constitutions are made for 
the use of the people—not as a check 
upon them; that whatever tends to pop- 
ularize government is good, that the 
nearer government is to the voter, the 
better that government is; that the 
power of the people, deliberately and 
intelligently expressed, is supreme.” 
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Life Presidents To 
Meet December 5-6 


WILL BE A THRIFT CONFERENCE 





Study of Conservation of Human Re- 
sources, Also—Questions of Public 
. Health Reform 


The constructive influence of Amer- 
ican life insurance as a product of free 
government and as a great teacher of 
thrift will be emphasized at the 12th 
annual convention of the Association 
of Life Insurance Presidents, which 
will be held at the Hotel Astor, New 
York, on Thursday and Friday, Decem- 
ber 5 and 6. 

The theme of the meeting will be 
freedom and thrift in nation and world. 
It is expected that the program will 
develop a broad discussion along the 
line of indicating the national progress 
that is made possible under the influ- 
ence of a free government in conjunc- 
tion with an intelligent and voluntary 
practice of thrift. In this connection 
there will be a discussion of thrift 
agencies, including the important one 
of life insurance, which has found its 
greatest development in the United 
States. There will be a survey of what 
the various thrift agencies have con- 
tributed towards national progress in 
peace and war times, with an attempt 
to visualize what may reasonably be 
expected from them in the important 
period of reconstruction. Representa- 
tive men in other lines of business, 
as well as public officials, will be in- 
vited to join with the life insurance 
executives in discussing plans for fur- 
ther development of the nation’s thrift 
agencies in preparation for the in- 
creased demands of the immediate fu- 
ture. 

This thrift conference will also in- 
clude a study of conservation of hu- 
man resources, under which head there 
will be a discussion of recent develop- 
ments of interest to public health re- 
form. It is believed, for instance, that 
a substantial improvement in public 
health conditions could be obtained 
were it possible to apply the lessons 
of military sanitation to peace times. 
Another topic to be discussed will be 
the vocational retraining of maime od 
and disabled soldiers which is being 
undertaken by the United States Gov- 
ernment. 


AMERICAN LIFE COMMITTEES 





James P. Sullivan, Chairman of Agents 
and Agencies’ Committee—W. A. 
Watts, Chairman Resolutions 


President Simmons, American Life 
Convention, appointed the following 
Standing Committee chairmen: 

Blanks—J. B. Reynolds, chairman, 
Kansas City Life 

Membership—T. W. Vardell, chair- 
man, Southwestern Life, Dallas, Texas. 

Next annual meeting——C. D. Renick, 
chairman, Indiana National Life, Indi- 
anapolis, Ind. 

Credentials—Dan Boone, Jr., chair- 
man, Midland Life, Kansas City, Mo. 

Uniform laws—Emmet C. May, chair- 
man, Peoria Life, Peoria, TI. 

Departmental supervision——Isaac Mil- 
ler, chairman, Chicago, Il. 

« Finance—L. J. Dougherty, chairman, 
Guaranty Life, Davenport, Iowa. 

Agents and agencies—James P. Sulli- 
van, chairman Farmers & Bankers 
Life, Wichita, Kansas. 

Medical examinations—A. E. Werk- 
hoff, chairman, Lafayette Life, Lafa- 
yette, Ind. 

Grievances—Edw. S. Chadwick, 
chairman, Idaho State Life, Boise, 
Tdaho. 

Miscellaneous subjects—Massey Wil- 
son, chairman, International Life, St. 
Louis, Mo. 

Resolutions—W. A. Watts, chairman, 
Merchants Life. Des Moines, Ta. 

Special committee on taxation—Sid- 
ney A. Foster, chairman, ‘Royal Union 
Mutual Life, Des Moines, Iowa. 








LIFE INSURANCE SALESMANSHIP 





@ Your agents should read the 1918 Life Insurance 
Salesmanship Edition of The Eastern Underwriter 
containing practical sales experiences told by the 
agents who had same. We have a limited supply of this 
edition on hand for distribution. Orders for same will 
be promptly filled while they last at 25 cents a copy. 


THE 


EASTERN UNDERWRITER CO. 
105 William Street, NEW YORK 




















New Personal Life paid, without interest, will be paid to 


ISSUED BY UNION CENTRAL LIFE 
$10 Per Month; No Medical Exami- 


the issuance of a new contract, which 


provides for an income of $10 per month 
to the insured on attaining age 55, 60, 
65, 
application therefor. 
sured survive to the date upon which 


The Union: Central Life has begun 


a designated beneficiary. 


No Medical Examination 


Income Policy 


rg This contract will be issued without 
medical examination, and is primarily 
designed for use in connection with 
declined cases or such cases as the 
agent knows the Company will not ac- 
cept in the regular plans. 

It may be found useful in connection 
with cases declined on account of some 
temporary impairment, since there is 
calls “Personal Life Income.” It 4 provision in the policy for change 
to some regular plan at any time that 
the insured may be able to pass a satis- 
factory medical examination. 


nation; Convertible Feature; A 
Few of the Rates 





as he may choose when making ' ' 
: On policies issued at age 20, income 
Should the in- I 5 


beginning at age 65, the premium is 


the income begins, payments will be $12.44; age 60, $18.23; age 5b, 26.54. 
made for 10 years certain, and as long Issued at age 30: Age 65, $20.28; 
thereafter as the insured, may survive, Age 60, $30.52; age 55, $46.18. 

Should death occur prior to that date Issued at age 40: Age 65, $35.95; 
a sum equal to the total premiums’ age 60, $56.94; age 55, $94.37. 














Prudential 


Group 
Policies Sell 











Because of absolute protection, low 
premiums, annual dividends, grace 
period, disability provisions, termina- 
tion refunds, incontestability clause, 
special certificates for employees, 
privilege of naming beneficiary, good 
commissions, and the Company’s 
great experience in dealing with 
millions of workers in forty years 


Send for Particulars of Policy 


THE 


PRUDENTIAL 


INSURANCE CO. OF AMERICA 


Incorporated Under the Laws of the State of New Jersey 


STRENGTH OF 


GIBRALTAR 





FORREST F. DRYDEN, President Home Office: NEWARK, N. J. 




















Connecticut General’s 
New Group Cases 

ONE IN HARTFORD FOR $3,000,000 

Walter R. King, Sunettetenteel of 


Department, a Well-Known Actu- 
ary—Company’s New Literature 





The group insurance department of 
the Connecticut General, of Hartford, 
is making fine progress. One of the 
large group policies written by this 
Company recently was for $3,000,000 on 
Pratt & Whitney Co., Hartford. A 
$750,000 policy was issued on BE. R. 
Squibb & Son, well known chemical 
house, and a number of other large 
concerns have taken Connecticut Gen- 
eral group coverage. 

This department is managed by Wal- 
ter R. King, formerly actuary of the 
Columbian National, and before that 
with the Travelers. He is a fellow of 
the Actuarial Society of America and 
also of the casualty actuarial body. 

The Connecticut General has issued 
some handsomely printed literature on 
the subject of group, and some quota- 
tions from one of these booklets, cap- 
tioned: “Group Insurance; its work, 
its cost, its record” follows: 
“During a period of six months be- 
ginning shortly after we entered the 
war there were 2,521 strikes, 283,402 
men idle and 6,285,519 days of produc- 
tion lost. That's according to the re- 
port of the National Industrial Confer- 
ence Board on Strikes in American 
Industries in War Times. 


When Production Slows Up 


“Strikes are only one of the indus- 
trial complications tending to slow up 
production. Few employers have failed 
to notice a growing indication on the 
part of employees to leave old jobs for 
easier or better paid ones, an inclina- 
tion stimulated by the high cost of 
living and the competition for labor. 

“Never was uninterrupted production 
so difficult to maintain as now when 
it is needed so urgently. The railways 
of the country hire annually nearly 
a million more men than they have 
positions to fill. The annual labor turn- 
over in our factories runs from fifty 
to four hundred per cent. It is esti- 
mated that every man replaced in an 
industrial plant costs the management 
from $10 to $300 according to hig skill. 


A Way to Cut Down Labor Turn-over 


“What can be done to prevent this 
waste? That is the question employers 
are asking themselves. And there are 
many answers. The Ford Motor Com- 
pany has reduced its annual labor turn- 
over from 400 per cent. to 23 per cent. 
The Cleveland Foundry Company's la- 
bor turnover has gone down from 250 
to 125 per cent. Nowadays the test of 
skill in employment management is 
success in stabilizing labor. 

“There is no single answer to the 
question of how to keep men satisfied 
with their jobs, but among the incen- 
tives offered there is one of such great 
social value as to be worth putting in 
force, aside from its favorable effect 
on employment. This is group insur- 
ance, * * * 

“Logically enough, the idea of buy- 
ing insurance in bulk, depending upon 
averages to take the place of medical 
selection, was first put into operation 
by one of our great mail-order houses, 
Montgomery, Ward & Co., Chicago. 
Their business of supplying the in- 
dividual needs of some millions of cus- 
tomers made them keen to apply the 
principle of co-operation when consid- 
ering the insurance needs of their thou- 
sands of employes. Their appreciation 
of the savings that could be effected 
in the selling cost, by doing away with 
medical examinations and much of the 
cost of collecting premiums, prompted 

(Continued on page 10) 
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William Frederick Dix 
Montenegrin Consul 


HONOR MUTUAL’S SECRETARY 
Will Be Principal New York Consultant 
in Mountain Nation’s Rehabili- 
tation After War 
William 
the Mutual 
unique 


Frederick Dix, secretary of 
Life, 


honor of 


has been given the 


being appointed Con- 


sul General in New York City for the 


WILLIAM F, DIX 
wonderfully militant and interesting 
mountain kingdom of Montenegro, 


which for five hundred years has been 
fighting loyally for its independence, 
and always successfully up to the time 
when the 45,000 soldiers of King Nich- 
olas tried to stop the overwhelming 
Austrian armies and were almost an- 
nihilated. The appointment was made 
by General Gvosdenovitch, Montenegrin 
minister to the United States, and who 
was received by President Wilson three 
weeks ago. 


NEW CLAUSE; NEW LIMITS 


Fidelity Mutual Announcement—$50,- 
000 Limit Under Special Clause 
Ages 50 and Under 


The Fidelity Mutual is issuing two 
types of war clauses. The first is its 
regular war clause, with annual war 
extra premium. Under the special war 
clause the Company assumes no naval 
or overseas war risk whatever if the 
insured engage in such service during 
the first five years after issuance of 
the policy. In this type of policy the 
insured assumes all such risk and the 
company is bound only to the return 
of premiums. 


The appointment of Mr. Dix came 
through the desire of the veteran king 
to have the interests of the kingdom 
handled in New York City during the 
period of rehabilitation following the 
war by a man familiar with large af- 
fairs. As secretary of the Mutual Life 
Mr. Dix is an important figure in the 
financial world. He has long been an 
admirer of Montenegro. 


General Gvosdenovitch said this 
week: 
“My compatriots are today in dire 


distress; famine prevails in our homes, 


particularly among our children, the 
hope of our nation. No one has come 
to their help; they are forgotten, far 





GENERAL GVOSDENOVITCH 


away in their mountains. I hope that 
the great American people will not for- 
get my country, which is, I think, so 
highly deserving of its generous help 

“Montenegro looks uniquely wpon the 
liberation and the union of all the 
Jugoslavs as the realization of her cen- 
tenarian aspirations, and awaits in full 
confidence the great day which will in- 
sure the triumph of the immortal prin- 
ciples of justicé and free dete:mina- 
tion of the peoples, proclaimed by Pres- 
ident Wilson,” 


RAISING $2,000,000 
There is every indication that the 
Fire Insurance Division of the Newark 
Liberty Loan Committee, of which 
Charles Henry, of the Hanover is chair- 


man, will raise $2,000,000, its goal in 
subscriptions. More than $1,600,000 


had been subscribed up to Wednesday 
of this week. 


WAR TIME INSURANCE 


The October meeting of the Life Un- 
derwriters’ Association of New York 
on the 22d—-will feature “How To 
Write Life Insurance In War Times” 
as its principal discussion. 

Harry B. Rosen is helping Deputy 
Police Commissioner Frederick A. Wal- 
lis on the $50,000,000 Liberty Loan 
drive of the police department. 





More 
Power 
To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 
Company 


DES MOINES 














HOME LIFE 


INSURANCE CO. 
(Purely Mutual) 
256 BROADWAY, NEW YORK 


GEORGE E. IDE, President 


The fifty-eighth annual re- 
port shows insurance in 
force of $146,050,144, an in- 
crease during the year of 
$12,556,816. The Company 
paid the policyholders in 
1917 $3,467,823, of which 
$731,696 was in dividends 
or premium refund. Its 
insurance reserve fund was 
increased by $1,688,199 and 
the Assets are now $34,- 
542,304.08. 


For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 





256 Broadway, New York, N. Y. | 
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Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











The Company’s new limits as to age 
and amount follow: 


With Regular War Clause: Ages 45 
and under, registration classes 1 and 
2, $1,000; registration classes 3, 4 and 
5, $5,000. Ages 46 to 65 inclusive, 
$5,000. 


With Special War Clauses: Ages 50 
and under, $50,000 full rate plans, $15,- 
000 term plans; ages 41 to 55, $35,000, 
full rate plans, $10,000 term plans; 56 
to 60, $25,000 full rate plans, $6,000 
term; ages 61 to 65, $10,000 full rate 
plan. 


The limit on female lives with special 
war clauses, 60 and under, is $25,000 
full rate plans; ages 61 to 65, $10,000 
full rate plans. 





ATTRACTIVE 


THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS. 


For Agency Contracts address 


O. S. CARLTON 


PRESIDENT 
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Where General Agents 
Get Best Results 


A SURVEY OF CONDITIONS 


Farmers, Owners of Large Estates and 
Women Splendid Prospects—Tone 
of Optimism 








So many general agents~in various 
parts of the country are increasing 


their business that The Eastern Under- 
writer sent out some letters a fort- 
night ago to representative managers 
and asked them from where they were 
finding their prospects. Certainly, the 
office that is going ahead is not wor- 
ried by any lack of prospects, and has 
triumphed over conditions which seem 
to worry the weak and easily depressed. 
There are innumerable such offices. A 
few of the letters received by The 
Eastern Underwriter follow: 

Wilson Williams, New Orleans Presi- 
dent of New England Mutual’s 
Agency Organization 
During the past two or three weeks 
my agency has done very little pros- 
pecting for new business on account 
of making arrangements to move and 
fitting up new and larger offices. We 
are, however, about $225,000 ahead of 
our 1917 record to date and expect to 
make an increase for the year of about 

25 per cent. 

The new draft offers some agents an 
excuse for not getting results, but it 
will not operate as a handicap to the 
serious worker. My aim has been to 
keep the mental attitude of my agency 
staff right, and point out desirable pros- 
pects among industrial workers and 
those known to be prospering on ac- 
count of war conditions. In my experi- 
ence I have never known of a season 
that did not provide desirable prospects 
among certain classes, and ‘only the 
agents who look for excuses, instead 
of business, find discouragement. The 
ice man and the coal man are seldom 
busy in the same season. Other lines 
could be mentioned in a similar com- 


parison. My message to agents of the 
Company, printed in the September 
issue of “The New England Pilot,” 


might give you a further thought for 
use in The Eastern Underwriter as may 
be desired. In part it reads: 

“May I suggest that we take counsel 
with ourselves, our aspirations and the 
business conditions surrounding us? 
Are we doing our best with our talents, 
and properly improving our opportuni- 
ties? Our neighbors—in every line— 
are prosperous, money is easy, credit 
liberal, everybody is busy and well 
paid. We are either not working 
enough, or not among the right class, 
or not pursuing the right methods.” 
Ives & Myrick, Mutual Life, New York 

City 

This agency is working along the 
same lines that it has been for some 
time, and is ahead of its business for 
1916 but not for 1918. It is rather hard 
to forecast the balance of the year, but 
we believe it will be optimistic. We are 
trying to impress upon everybody that 
ic is necessary to redouble their efforts 
in work, with the ultimate result that 
it will not only increase their business 
now but increase it several hundred 
per cent. when times ave good. Some 
offices give more of their time and the 
time of all of their forces to the Lib- 
erty Loan than others, and, therefore, 
I think in some offices business is going 
tou be atfected by this kind of work tem- 
porarily, but .presume everybody who 
has the ability and opportunity to serve 
the Government in selling Liberty 
jonds will be more contented citizens 
as the years roll by, no matter what 
the effect may be upon their business. 

Jerome Edwards, Manager, 
Equitable Life, Brooklyn 

This agency is one of those that is 
doing a larger business than it ever 
did before. September showed a 40 
per cent. increase in new business and 
a 60 per cent. increase in new paid 


Charles 


premiums over Septembey of last year. 


And it was the best September this 
agency ever had. The same is largely 
true of August. 

My opinion about the opportunity for 
business and the increased business 
which we are doing is the more wide- 
spread interest in life insurance, the 
greater appreciation in which it is held 
by business men, both large and small, 
and by every wage earner, irrespective 
of business connections. 

In the old days, the average person 
thought in terms of $1,000 insurance; 
$5,000 was looked upon as pretty fair, 
and $10,000 as a big insuzance policy. 

The advertisement of life insurance 
which was followed upon the Govern- 
ment sailors’ and soldiers’ insurance 
has suddenly caused people to think it 
terms of $10,000 rather than $1,000. 
Therefore, we are getting somewhat 
larger average policies than formerly. 

Furthermore, there igs a broader un- 
derstanding of life insurance, and it 
does not require “education” or the 
effort on the part of the agent to prove 
that it is a good thing in order to get 
people to consider it. 

The fact that a large number of peo- 
ple of insurable age have gone into the 
service does not necessarily reduce the 
opportunities for the agents doing a 
Satisfactory business. Generally speak: 
ing, men who are drafted are without 
families or family obligations. Men in 
the other classes are more particulazly 
candidates for life insurance than ever 
before. The thing has been brought 
home to them by the “nearness” of the 
draft. 

And the same situation is created by 
the limitation on the part of the com- 
panies in the amount of insurance that 
can be issued on draft ages. The very 
fact that theve is a limit creates an in- 
terest and demand. The disposition of 
most people is to want what they can- 
not get. Witness the woman at the bar- 
gain counter, for example. 


And, in addition to all this, there is 
constantly before us the fact that there 
is more money in circulation and more 
people enjoying the comforts thereof 
than ever before. The trouble with the 
average agent is that he is inclined to 
take an incidental case, where a man’s 
increase in income has not kept up 
with his increased cost of living, and to 
use that one man out of twenty as an 
excuse for poor business. Whereas, the 
fact is that the other nineteen men in 
twenty to whom he should talk, are 
all in better condition to carry life in- 
surance than they were two or five 
years ago. That is the secret of the 
whole situation. 


Samuel O. Buckner, Inspector of Agen- 
cites, Northwestern Department, New 
York Life, Milwaukee 

While many new sources of pros- 
pects may have been developed by vari- 
ous agents of our company and others, 
yet I am not able to advise you of any 
particular ones that stand out conspicu- 
ously unless it be those who are en- 
gaged in big lines of Government work 
and are doubtless making more money 
than they have ever made before, and 
included among these might be men- 
tioned many employees who are getting 
big pay. 

Outside of the large cities and towns, 
the farmers today are one of the best 
class of prospects as they have all 7e- 
cently prospered and many of our 
agents throughout the field, are solic- 
iting this class of prospects with splen- 
did results. Women are also among 
the good prospects today on account 
oi the large number which have taken 
positions in the various offices, stoves, 
as well as manufacturing concerns to 
take the place of men who have en- 
tered the Government service, and many 
of which women are today doubtless 
being written for insurance throughout 
the country. To sum up the situation 
will state Mat it is ny belief that every 
live and wide awake agent can find 





making money. 
productive 


ambitious men. 





The Power of Veteran Leaders 


PLUS 


The Enthusiasm of Youth 


is the Home Office combination that is 
working and achieving every day to give 
Maryland Assurance agents an unusual 
quality of practical aid and personal 
encouragement. Life Insurance, Health 
and Accident Insurance—a wide range 
of very attractive policies. 
Assurance agents are making good, and 
Valuable openings in 


territory for 


MARYLAND ASSURANCE CORPORATION 
SEVEN SOUTH GAY STREET 
BALTIMORE 


“Live and Die with Assurance’’ 


Maryland 


energetic 








more good prospects today for life in- 
surance than he can find time in which 
t» see them, which sfatement I believe, 
is being confirmed today by many of 
the best agents of my company and 
others throughout the entire field. 


Robert J. Mix, Manager The Prudential, 
New York City 

I dare say my experience is the same 
as that of other managers in that we 
find that men of large affairs are tak- 
ing out big insurance for either busi- 
ness protection or to cover inheritance 
texes on their estates. Business seems 
to be coming in upon us in an entirely 
natural way and in good volume. Fo- 
that reason we haven’t started any new 
schemes or any plans which could be 
in any sense considered ag original. 
Undoubtedly the institution of Govera- 
ment insurance for our soldiers and 
sailors has also served as a stimulus 
te our calling and hag perhaps induced 
many of the smaller insurers to take 
out larger amounts than they would 
have considered necessary before the 
war. 

As I have above intimated, the vol- 
ume of business has been very encour- 
aging. The company gave me an agency 
allotment for the three months of July, 
August and September and we van 50 
per cent. over the company’s figures 
in policies paid for. Our business for 
both August and September was by far 
the largest ever experienced in this 
agency for those months—an increase 
of nearly 100 per cent. ove> all previ- 
ous records. 


William N W ‘ood, Manager 
States Life, Pittsburgh 

I have done nearly double the busi- 
ness this year that I did last. How- 
ever, my custom has been for many 
years past not to solicit business among 
men under forty years of age—and my 
best business has been on men over 
fifty years of age—my experience is 
that men under forty as a rule do not 
have much money, or, if they have the 
money, they do not have the brains. 
Of course there are exceptions to this 
rule, but it certainly pays the best to 
seek business only on a majority of 
your prospects over the age I mention. 


Joseph H. Thebaud, Manager Massachu- 
setts Mutual Life, Buffalo 


We happen to have been working 
among a large number of large policies 

from our viewpoint, and find that con- 
ditions are ripe for writing this kind 
of business, both for corporation in- 
Surance and inheritance tax insurance, 

We also find that men who formerly 
had great confidence in their arrange- 
ments for their estates do not feel quite 
so confident, and are willing to con- 
sider the excellent arrangements that 
insurance companies make for that part 
of their estates. 


Frank | 


United 


Levy, General Agent Equitable 
Life, New Orleans 

The paid business of this agency for 
the first nine months of this year is 
nearly 19 per cent. in excess for the 
same period of last year. 

We are reaching out for an increased 
business among the smaller policyhold- 
ers. There never was a time when the 
laboring class—particularly skilled me- 
chanics waS more pzosperous, and I 
believe that a large amount of new bus- 
iness will be secured from that field. 

Then again, men of large affairs are 
in the main very, very prosperous, and 
are in the market for large lines of in- 
surance 

Altogether. IT would say the outlook 
for a large business is encouraging. 


Henry J. Powell, Manager Southern 
Ohio, Kentucky and Southern In- 
diana Agency, Equitable Life 
Assurance Society 
This agency for the year thus far 
ehows a gain over last year although 
we had’to overcome a loss of about a 
million and a half, which represented 
the production of those of our men who 

answered their country’s call. 
How did we do it? First, by believ- 
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ing it could be done aad entering into 
the work with a determination to win. 
Without such action on the part of any 
manager the morale of this agency 
would be broken and we all know that 
to weaken the morale of an army 0. 
soldiers or salesmen means defeat. 
When a man enters the service we en- 
deavor to induce his wife or someone 
of his family to take his place. When 
| tell you that one little woman of this 
agency writing business under her hus- 
band’s contract while he is fighting for 
his country in France has paid for $250,- 
000 since January 1st you will agree 
that that is one way 

Then, we have gotten behind some 
of our smaller producers and made big- 
ger men of them. How? Well, I have 
always believed that the man who sells 
the most is the one who asks the most 
people to buy, most frequently and mos 
persuasively. Hence, we put on a Cam- 
paign where each agreed upon his honor 
to see so many people each day. Dur- 
ing the campaign we pointed out to 
them how important it was to see peo- 
ple of means. Those who could buy if 
convineed. For instance, farmers are 
rolling in wealth now, men who have 
war contracts are most prosperous, and 
so on. The campaign was a great suc- 
cess, It not only increased business 
but helped the men, and that is the 
point Help vour men, keep them 
happy, for happiness is the incentive 
if industry, and they will find the pros- 
pects. 

K. A. Luther, Aetna Life, Syracuse, N.Y. 

This agency makes use of the follow 
ing plans in developing prospects: 

First—When we write an application 
we make out a form showing the fam- 
ily history of that particular case and 
when the policy is issued and mailed 
back to the agent we enclose that form 
and urge that he make a canvass of 
every available prospect connected with 
that family. 

Second—We mail a birthday card to 
every policyholder upon our books each 
year, but without the suggestion of bus- 
iness. I may say, however, that this 
brings us a large number of inquiries 
and keeps us in very close personal 
touch with the insured. 

Third—We prepare for each of our 
agents a list of names one month prior 
to the change of age each year and 
these policyholders are canvassed with 
an idea of showing them why they can 
buy life insurance then cheaper than 
ever again. 

Fourth—-With every second notice of 
premium due, which in our instance ig 
sent out ten days before the due date, 
we enclose a suggestive slip offezing 
them an easy opportunity of making in- 
quiry concerning additional insurance 
upon their lives. 

Fifth —We always urge our policy- 
hoiders to offer honest criticism believ- 
ing that this will be a means of helping 


GENERAL AGENTS 


GET BEST RESULTS 


us ‘all to a better understanding of one 
another’s needs. This also keeps us in 
close touch with the insured and opens 
the way to interviews pertaining to 
changes in thei: policies. 


G. 7. Sibley, Manager Equitable Life 
Assurance Society, Birmingham, Ala. 


Qur business has kept up in volume 
despite the large inroads into our 
agency force on account of the war. 
We have not made up at this writing 
in number the productive agents we 
have lost due to the war, but our pro- 
ductive field men have increased their 
business to an amount to offset the loss 
in number of agents. We are con- 
stantly adding to our agency force how- 
ever, and some of the new men ar? 
very promising. 

The new agents are secured mainly 
through the evforts of our special men 
who are constantly on the look-out for 
new material. I offer prizes to any 
agent who will secure a new agent or 
agents for me that produce a certain 
volume of new business during their 
first twelve months. This has been my 
plan for a number of years, and it has 
been productive of excellent results. 

Another plan is through circulariz- 
ing lists of names furnished us by ex- 
aminers, bankers, and prominent policy- 
holders throughout the field. This meth- 
od has been productive of excellent re- 
sults also. 


Pinkus, Mills & Pinkus, General Agents 
Vorthwestern Mutual Life, Indianapolis 

As to what plans we have adopted, 
because of the large number of insur- 
able lives taken by the draft, we beg 
to advise that really we have not adopt- 
ed uny set program. Of course, we 
have urged our agents to work hard and 
put more hours in the field, and ave 
ourselves endeavoring to set a personal 
example. 

We are seeing our old policyholders 
and urging them to increase theiz: line 
to take care of the shrinkage in the 
purchasing value of the dollar, and in 
reference to the wealthier class, we are 
advising them to create a cash fund in 
the shape of an additional policy to pay 
for the inheritance tax, ete. We are 
also advising monthly incomes and in 
creased amounts for the future protec 
tion of dependents. 

We are also giving more attention to 
the country districts, and advising 
the farmer to protect the movtgage on 
his farm, ete. 

As stated, We really have no set pro- 
fram, but are simply making increased 
efforts in varied directions that appear 
feasible and practical. 


Kk Guy Owens, Manager Oklahoma Mu 
tual Life 
The business of this agency has been 
increased very matevially, and there 
were a fewer number of producers; but 
I don't know of any Special sources 
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Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST -LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 31, 1917: 


DE. cccunsenieerioen $00600060 5900008000 05000+ 60 0Ks08089 Subbebelnsieiseseesanees $ 16,560,439.04 

ROD snsscvensinsasceseose dbebsedseuncones jobshen larebesbeutssserrvenest sees  14,343,626.28 

Capital and Surplus....... NDNgbAUdDAANAEDEN OD sa ANE n ERS eh Ete aeROneREtaNeES 7 

BUORTRRES 8 TPOUOR. ccccccscescnccccepscsnsecceoscoeccceessoccse sevesescecoccese +»  131,790,562.00 

Payments to Policyholders since Organization ........ asdbewncescrnbewekas 19,612,616.08 

Is paying its Policyholders nearly........60--+sesccsescecccccccsccceecs 500,000.00 annually 
| GOOD TERRITORY FOR LIVE AGENTS 

















Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








Are You Permanently Established? 


Write for Territory 


Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE (CO. 


PHILADELPHIA 








NIAGARA LIFE BUILDING 
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Mohawk Cor. Franklin Street, Buffalo, N. Y 


_ The Combined 


Life, Sickness 


and Accident 
policies, sold only by the 


(WILLIAM H. CROSBY, President) 


Protects the insured and his 
dependents. 


Live wire reliable agents may 
obtain very favorable 
contracts 








Communicate with 
E. H. PUKKE 
Vice-Pres’t & Gen’l Manager 
BUFFALO, N. Y. 


Niagara Life Insurance Co. 








Established 
1867 
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THE REAR GUARD 


No more virile and efficient body of men can be found than the large army of life underwriters. 
Towering back of the agent in his efforts, as a mighty rear guard, is the strength and prestige 


Country’s agricultural 


nd_ their beneficiaries, 
ireat Policyholders’ Company. 


of the Company and the Institution he represents. The stronger the rear guard, the greater the 
agent’s morale and chance of success. 


Four big success factors in the work of the Union Central 


The GOOD WILL created by farm loan investments, 
he | resources, and 
thereby contributing largely to the world’s food supply. 

The UNIQUE SERVICE extended freely to the insured 
meriting the appellation—the 


Agency Force are: 


The SECURITY of the non-fluctuating, panic and war 
proof investments, limited to first mortgages on carefully 
selected cultivated farms, and U. S. Liberty Bonds. 

The SAVING enjoyed by policyholders in premium de- 
posits, the result of the ; 


Company’s supefior earnings, 


favorable mortality, and economy of management. 


of Cincinnati, O. 











THE UNION CENTRAL LIFE INSURANCE COMPANY 


Jesse R. Clark, President. 


Allan Waters, Secon: Vice-President 
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Provident agents find that in these war times it is not 
difficult to convince a man he is not carrying sufficient 
insurance. 


Provident Income Insurance is easy to sell 


Write for information 


THE PROVIDENT 


Life and Trust Company of Philadelphia, Pa. 


Founded 1865 
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from which this business has been at- 
tained. 

People, generally, are carrying heav- 
ier burdens, enjoying larger incomes, 
and are daily brought face to face with 
the uncertainty of life, and there is 
every reason why the enterprising in- 
surance agent should do a larger bus- 
iness now than ever befoze, not through 
soliciting any particulaz line of pros- 
pects, but from people of all walks of 
ufe, with a few exceptions. 

William M. McKercher, General Agent 
Northwestern Mutual Life, Sioux 
City, Ta. 

This agency is expending its efforts 
on prospects beyond the draft age and 
on farmers who are sure to be exempt 
for the reason that until classifications 
are made no Northwestern agent can 
write a man under forty-five years old. 
C. F. Davis, General Agent, State Mu- 
tual Life, Indianapolis 
Our business this year has run just 
about even with last. Personally, I 
have not developed very many pros- 
pects from any reasons connected with 
the war. I am quite suze that condi- 
tions are favorable to the writing of a 
good volume of business notwithstand- 
ing the fact that the draft has taken 

many of the younger nen away. 

I feel that the business is much more 
handicapped by the difficulties in secur- 
ing an agency force at this time than 
by the reduction in the volume of busi- 
ness which may be written by any sin- 
gle producer. 

John Dolph, Superintendent, Metropoli- 
tan Life, Washington 

Without going into details, or trying 
to present something new, I am con- 
vinced that life insurance agents have 
more opportunities today, than they 
ever had before. We do not have more 
people to solicit, but we have more 
people who can be interested in the 
subject. 

A. O. Swink, Virginia Manager, Atlawtic 
Life 

We are endeavoring to make up by 
hard and consistent efforts the defici- 
ency in business that would otherwise 
exist. It is needless to tell you, I know, 
that lif€ insurance men do not always 
work as hard as they should, and so we 
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are trying to impress upon our agents 

the necessity for continued efforts in 

order to keep the business up to nor- 
mal. This we have so far, I am glad 
to say, been able to do. 

Mellor & Allen, General Agents Pruden- 
tial Life & Trust, New York City 
Men are going to buy insurance in 

just as large amounts as heretofore 
and we are going to be able to get 
them through the company just as 
easily as heretofore. The great major- 
ity of our policyholders are married 
men and we know that they will not 
£0 to war. A great percentage of thos: 
same married men will be earning mor. 
money so that our field should be even 
better than ever before. 

While a great many businesses are 
going to be forced to cut down and re- 
trench, yet there are so many that will 
be directly or indirectly reaping a very 
substantial profit from war contracts. 
When we realize that it is not only 
shells which must be made but that 
food and clothing must be produced 
and must be transported, and that food 
and clothing constitute in their rami- 
fications a great proportion of the coun- 
try’s economic processes in times of 
peace, we can readily see that the ad- 
ditional profit at the present time in 
these lines should be capitalized by us. 

When we think of an army of five 
million men in France we are some- 
what staggered by its proportions, but 
when we think that the population of 
this country is over one hundred mil- 
lion people and that the great bulk of 
these people are married and that the 
producer of the family still must make 
his living and must make even move 
than in ordinary times, and that the in 
surance necessary to protect this in- 
creased earning and to protect the ad- 
ditional cost to those left behind at 
death, it means to us that the insurance 
earried five years ago should be in- 
creased by fifty to one hundred pe- 
cent. at the present time. 

The war is going to be won whether 
it takes one year or ten and those of 
us who agree with these ideas are go- 
ing to help win it whatever our posi- 
tion be. Those of us who are going to 
levk down create around us an atmos- 
phere of discouragement and pessi- 
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in which to insure. 


that record is in their work. 
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SECOND TO NONE IN SERVICE 


Long established and thoroughly modern, providing perfect protec- 
tion for a net cost which is notably low, and rendering service which is 
unexcelled, the Massachusetts Mutual stands out as an ideal company 
Sixty-seven years of Square dealing are back of 
every one of our representatives. They will tell you how great an asset 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 


Incorporated 1851 



















THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 


INSURANCE COM 
OF BOSTON MASSACHUSETTS 
WILLIAM N. COMPTON, General Agent 


Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 


























mism. and should be put in the “guard 
house” along with the rest of the slack- 
ers and deserters. 

This is one time when we should be 
glad we are in the insurance business, 
the nationally advertised necessity sold 
by the Government and placed at the 
topmost of war necessities. 

Let us hope we will all take advan- 
tage of these conditions and that our 
results will show how thoroughly we 
believe in them. 


B. J. Weil & Co., Alabama State Agents, 
Travelers 

The volume of our business does not 
seem to have been materially affected 
by waz conditions. Whatever loss has 
been sustained on account of young 
men entering the service hag been 
made up; first, by insuring men in the 
fourth class and exempts; second, by 
increasing lines on old policyholders in 
the same class; third, py insuring men 
who formerly were not able to carry 
insurance; fourth, by insuring women, 
1.0t formerly employed or earning smail 
salaries, 


Olmsted Bros. & Co., Ohio and Indiana 
State Agents, National Life of 
Vermont 
Our business seems to be coming 
from men of means, including those 
who are profiting by the present con 
ditions, employed women and farmers 


John S. Tunmore, Provident Life & 


Trust, Brooklyn 

At this particular agency we ave 
adopting various new methods to in- 
terest people in life insurance, promi- 
nent among which are the following: 

We are devoting a good deal of time 
in systematically canvassing our old 
policyholders not only for life insur 
unce, but in order that they may know 
the facts in regard to how the way? situ- 
ation is affecting them and the com 
pany. By this method we are dissemi 
nating useful information of a patriotic 
character. All policyholders at this 
time, particularly those within the 
draft age, are anxious to know just 
“where they are at,” and I think it is 
the duty of life insurance managers and 
general agents to see that they receive 





reliable information in regard to their 
policies. Some who go into the service 
for instance desire information in re- 
gard to the Soldiers’ and Sailors’ Relief 
Act; others are anxious to know 
whether their policies are affected. In 
this way we are rendering a much need- 
ed service to our policyholders, whien 
in my estimation is the duty of Ife in- 
surance companies at this time. I think 
that real service should be practised ap 
well as talked in these times and most 
of us are doing that thing, I am sure. 

Of course we get some return by way 
of business from this, and we expect 
to, but patriotism and service to the 
country in connection with the Liberty 
Loan, War Saving Stamps and service 
to the policyholders should be the slogan 
of every life insurance manager and 
general agent at this time of German 
peace Bffensive. 

Louis Lane, Equitable Life, New York 

This agency is fortunate enough to 
have passed by quite a handsome mar- 
gin the business done during the same 
period last year. 

Upon examining the business of the 
past three months, I find that our men 
are writing a greater number of cases 
for smaller amounts than was the case 
last year and I also note that the class 
of applicants instead of being business 
men are clerks and operators and small 
store keepers. Formerly, we wrote 
very few engaged in these occupations 
and when we did the average policy 
was $1,000. We write very few of less 
than $2,500, indicating, I think, that the 
above-mentioned classes are prospering. 

Salesmen seem to be in a bad way. 
We have insured none in over six 
months. 


ABSORB ENGLISH & SCOTTISH LIFE 

The Eagle Star and British Dominions 
are absorbing the Pnglish and Scottish 
Law Life Assurance, which was estab- 
lished in 1839. This makes the seventh 
absorption by the British Dominions 
under Sir Edward Mountain, managing 
director When the merger is com- 
pleted the company’s assets will be 
£16,612,000 and its premium income 
£3,665 ,000, 
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It has been proven many times that 
calls wpon prospects are worth about 
as much to a life insurance salesman 
as the calls of a physician are worth 
to him. Experience has shown that 
calls are worth about $1.55, each. 

To enable an agent to get the most 
out of his work it is essential that he 
have a definite and systematic plan of 
We believe in a plan of work 
just the as we 
for any other great 
The successful sales- 


work. 
for a salesman 
believe in a plan 
accomplishment. 
man has a plan of work to which he 
strictly adheres. 

We are not intending to do anything 
in this agency except to try to build 
up your income and to enable you to 
get the most out of your work. 

I would like to take you on a little 
excursion into the field of psychology 
to see if we can get a reason for you 
following a definite plan of work. 

There is intellectual health and dis- 
ease the same-as physical health and 
disease. There bright, strong in- 
tellects, eager for action and thirsting 


same 


are 


for truth. And there is apathy and 
deadened impulses. 
Now, your mind is about the same 


as that of others—-with germs of facul 
ties which infinity cannot exhaust 

But mind is not a collection of self 
acting powers and passions. It is a 
vital unit, capable of a great variety 
of manifestations but still a unit not 
an aggregate. 

Science divides mind into many parts 
accordingly as we feel, perceive, 
derstand, imagine, etc. But these ‘sep 
arated parts are not capable of con 
nected thought Fortunately we can- 
not separate these faculties from our 
selves—from the personal pronoun. A 
man who speaks or acts instinctively 
mentions it as, “I said,” “I did.” We 
do not say that a man's feelings ex- 
press his patriotism, but that he ex 
presses it. We do not say that Shake 
speare’s imagination wrote Hamlet, but 
that Shakespeare wrote it. 

There is no mental operation § in 
which the whole mind is not present; 
nothing produced except by the joint 
action of all the faculties under con- 
trol of a central force. 

The Central Force of Will 

This central force is “will’-- your 
power for self-direction. This is the 
only peculiarity that separates the im- 
personal existence of a vegetable from 
the personal life of a man. 

There is no faculty which is not 
rooted in the will. The exercise of 
this force is necessary to any success. 
Men do not stumble, blunder or happen, 
in a drunken dream of attainment, into 
Hamlets, or any other great accomplish- 
ments, they work and grow up to them. 

You hear it said of a man that he 
has bumps on his forehead, or temples, 
sufficient to produce a Hamlet if he 
only “had an active temperament.” 
Hamlets are not produced by physical 
temperament, but by force of will. 
What a man does is the test of what 
he is. To declare that a man has great 
capacity but nothing great to set his 
eapacity in motion is absurd. 

Your mind, free force, cannot grow, 
cannot accomplish, by itself. It can 
only grow by the exercise of the will 
on what the mind perceives. 

This accounts for limited degrees of 
success. -Here also is the distinction 


un- 


between theory and practice. In one 
case opinions lie on the surface of the 
mind, mere objects, the truth of which 
it perceives and admits, but which do 
not influence it to act. In other cases 
ideas penetrate into the very substance 
of the mind, become one with it and 
are springs of thought and action. So 
the things you hear, and learn, may 
be merely the mind’s furniture—super- 
ficial knowledge—but not a part of the 
mind. To become a power for success 
the essential knowledge must be trans- 
mitted into the mind just as food is 
transmitted into the blood. This is why 
we have no power to drive you to suc- 


cess—you must drive yourselves. 
Helping the Agent 
We are trying to help you; but 


whether we can or cannot rests entire- 
ly with you. It is self-evident that the 
only thing of value we can give you 
is ideas. It rests with you to put these 
ideas into motion. The idea which you 
need most of all is a plan of system- 
atic work. We have a plan which Mr. 
Finley and I are using. It does suc- 
ceed. It is not perfect, by any means, 
but it is the best we know at the pres- 
ent time. When we find anything bet- 
ter we shall adopt it. 

The first thing in this plan is a list 
of prospects. You should have on hand 
at all times a list of from 100 to 300 
names. Each of these names, with the 
address, should be written on a card 
which you can carry with you. This card 
should also bear the business, and, as 
you receive the information, the birth 
date, the name of wife and children 
and their birth dates, and any side 
lights or information which you are 
able to obtain. A large portion of this 
information is often obtained at your 
preliminary call upon the prospect. 
The rest of the card, as well as the en- 
tire back, is to be used for a record of 
calls and interviews. 

New names are always being added 
to your list of prospects and the dead 
timber eliminated. 

Second, you should have a file with 
monthly guides. This file you use as 
a tickler, the dates change with the 
calendar. When you make a date with 
a man you place his card in the file 
so that it will come up at its proper 
date. 

Daily Record Card 

Third, you should have a daily rec- 
ord card and these we furnish to you. 
This contains names of the prospects 
you are to see to-day, arranged as 
nearly as possible for the hour you ex- 
pect to see them. A week’s supply of 
the daily record cards, with a sufficient 
supply of prospect cards, should be 
placed in your prospect book Monday 
of each week. 

This daily record card is of the ut- 
most importance as it gives you a defi- 
nite task for each hour of the day. 
The lack of a definite task for each 
hour has caused more failures in life 
insurance salesmanship than all other 
causes combined. 

Each evening after the day’s work 
you fill out the back of the daily rec- 
ord card, giving the number of calls, 
the number of interviews, hours work- 
ed, business written, ete. 

Fourth, we are providing you a week- 
ly record card. This you will fill out 
and turn into the office on each Mon- 
day morning. This is a summary of 
the week’s work as recorded on your 
daily record card. I intend, personal- 
ly, to take charge of the weekly record 
cards and will announce the results 
from time to time. 

There is one thing more which is just 
as necessary for you as for any other 


man who expects to make a success of 


his work. That is, to have a schedule 
of your working hours. I suggest 
something like this: 

NONE Wn Sahe inet 3rs18 ss ies 8.30 to 9.00 
Cr ae Nena er 9.00 to 12.30 
EY bab sukxsnosae esis 12.30 to 1.15 
re et Ty ree 1.15 to 2.00 
EE Ree ee 2.00 to 4.30 
Planning “To-Morrow” .. 4.30 to 5.30 


If we were paying you a salary of 
$150 a month you would expect to be 
here from 8.30 to 5.30, wouldn’t you? 
Well, if you will work for yourself, un- 
der the plan we have outlined as hard 


as you would work for a salary, from 
§.30 to 5.39, you should make four times 
$150 a month. 
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NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


A MUTUAL COMPANY 


WHICH FOR 


SIXTY-EIGHT YEARS 


HAS PROTECTED THE 
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THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ISSUES GUARANTEED CONTRACTS 
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The Prudential’s Subscription 
to Loan Totals $40,000,000 


The Prudential Insurance Company 
of America now has the distinction of 
having made the largest Liberty Bond 
subscription in the world. On Tues- 
day of this week the Company an- 
nounced its subscription of $10,000,000. 
Just before the loan drive started it 
subscribed for $30,000,000, that an- 
nouncement having been made at a 
meeting in Philadelphia, addressed by 
Vice-President Duffield. Up to Wed- 
nesday of this week the Home Office 
employes had subscribed for $300,000, 
and in addition had sold $100,000 to 
outsiders. 

The Prudential has held Liberty Loan 
(Fourth Loan) meetings in Newark, 
Pittsburgh, Indianapolis, Lewiston, Me., 
Milwaukee, Philadelphia, Binghamton, 
N. Y., Rochester, Cincinnati, Worces- 
ter, Springfield, Portland, Me., Chicago, 
St. Louis, Syracuse, Detroit, Kansas 
City, Omaha, Baltimore, Minneapolis, 
Albany, Washington, St. Paul, Toledo, 
Buffalo and Cleveland in the order 
named. Representatives of the com 
pany who have addressed some of these 
meetings include Messrs. Duffield, Gray, 
Hamilton, Hurrell, F. W. Tasney, Baker, 
Birkett, Feder, Kirk, Konow, Mclver, 
Olozaga, and Boyd. Some prominent 
public speakers who have appeared at 
The Prudential meetings include Vice- 
president Marshall, Job Hedges, U. H. 
McCarter, Edwin S. Stuart, Judge Wil- 
liam L. Day, Judge Charles M. Hay, 
Superintendent of Insurance Jesse S 
Phillips, former Governor Goldsborough 
and John C. Capers. 





Metropolitan Subscribes Another 
$10,000,000 At School Luncheon 


Seated at one of the tables at the 
Fifth Avenue Association’s luncheon on 
Monday noon were the following offi- 
cers of the Metropolitan Life: 

Vice-Presidents Fiske, Gaston, Cox 
and Ayres; Treasurer Ecker; Comp- 
troller Stabler; and General Counsel 
Tully. Addressing the luncheon was 
Charles M. Schwab, who announced 
that for every subscription he would 
permit the subscriber to launch a 
model ship, on a cleverly constructed 
runway, which had caused consider- 
able speculative interest while the 
lunch was being served. 

After several subscriptions had been 
made for unusually large amounts, and 
the subscribers had launched the tiny 
ships, Haley Fiske announced that the 
Metropolitan Life would take a subscrip- 
tion of $5,000,000. A few minutes later 
the Metropolitan subscribed another 
$5,000,000. This makes the Metropoli- 
tan’s total subscription to the Fourth 
loan $36,500,000. 

In all $52,000,000 was subscribed in 
fifty-two minutes and it was voted that 
Mr. Schwab was some pumpkins as an 
auctioneer. 





WILL VALUE WAR BONDS AT PAR 

Jesse S. Phillips, State Superinten- 
dent of Insurance, announces that in 
auditing the annual statements of in- 
surance companies transacting business 
in New York State the policy of the 
department will be continued of valu- 
ing all Liberty Bonds at par, provided 
they were bought at par. The same 
procedure will be followed, he stated, 
in making examination of insurance 
companies. Mr. Phillips said it was his 
intention to present the subject to the 
Committee on Valuation of Securities 
of the National Convention of Insur- 
ance Commissioners at its meeting at 
the Hotel Astor on October 30, asking 
the committee to adopt the policy of 
his department in valuing Liberty 
Bonds. 
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THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GEO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,604,426,324 
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new insurance issued 
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Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 


CHARTERED 1857 


GEO. E. COPELAND, 
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Training of Life 
Insurance Agents 


START WITH ORDINARY LIFE 


Two Hours a Day Study in Manager’s 
Office—Rules Governing 
Meetings 
By ALEXANDER COWEN 
Massachusetts Mutual Life, New York 

A new agent, whom we assume to 
be one carefully selected by the man- 
ager as a man possessing the qualities 
most likely to make him a successful 
life insurance solicitor, should begin 
his new work by studying the Ordinary 
Life contract. When he has done so 
thoroughly and has asked questions 
about anything in it he does not under- 
stand, the manager should question 
him about its contents until he is sat- 
isfied that the policy form was read 
carefully and studiously. This being 
understood, the other forms of con- 
tracts—Limited Payment Life and En- 
dowment—should be taken up in the 
same way. After he is thoroughly con- 
versant with these and not before, he 
should be taught the basis of premium 
computation so that he will understand 
why the rate for Ordinary Life at age 
thirty is $22.85 and not $22.84 or $22.86. 
These studies should take place in the 
office if possible, for at least two hours 
a day. 

To train new agents properly, there 
should be held a class meeting of ail 
agents, for one hour each day at a 
given time, preferably at midday or in 
the early afternoon. The new agent 
can then, after studying theory in the 
morning, attend the class meeting, at 
which all agents should try to be pres- 
ent. He will hear those already in the 
field tell of their experiences—of suc- 
cessful and unsuccessful interviews. 

Class Meetings 

Certain rules should govern the con- 

ducting of the class meeting. For in- 





stance, it should not be permissible 
for an agent to tell of an interview 
in any old way, but rather he should 
repeat as nearly as he can remember, 
the exact words used giving the ques- 
tions and answers in their proper or- 
der. If done in this manner the re- 
lating of an interview becomes helpful 
to those attending the class and in- 
cidentally benefits the speaker himself. 
The manager or others at the meeting 
will, if given an accurate description 
of the interview, be in a position to 
criticise or make suggestions which 
become helpful in future interviews. 
If, in the opinion of all present, the 
interview was well conducted, the lis- 
tening agents will make notes of tell- 
ing arguments and try to use them on 
the next call if possible. 

Each day, at the meeting, fifteen min- 
utes should be devoted to the subject: 
“How to approach, solicit, and conduct 
an interview successfully.” This helps 
everyone, particularly the new agent, 
who now is nearing the time when he 
must go out into the field. He is thirst- 
ing for practical knowledge of solicit- 
ing. He is eager to learn the “tricks 
of the trade,” so to speak, and I know 
of no better way than this for him to 
“get acquainted.” The successful in- 
terview, resulting in a sale, must be 
very encouraging to the student. 

How the Meetings Help 

Let me illustrate why I believe the 
class meeting is helpful to the would- 
be solicitor for life insurance. He 
makes his first call. What may hap- 
pen if he has not learned of the dis- 
couraging experiences of his fellow 
agents? The first man he calls on may 
happen to be unsympathetic. He is 
coldly received and walks out of his 
first interview, with a solar plexus blow 
as seemingly this only reward. He 
stands and reflects for a while, “This 
business is too difficult for me, I’m not 
fit for it.’ The ambitious young man 
of a few minutes ago has become dis- 
couraged. Of course, he doesn’t know 
that even an experienced and clever 
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Over $156,600,000 of Insurance in Force 
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life insurance solicitor might have had 
no better interview with that particu- 
lar prospect that morning. Here, how- 
ever, is where the class meeting be- 
comes his best friend. Before many 
hours go by, he attends the meeting 
and there tells of his first interview. 
He is encouraged by his associates, 
who tell him that their first experiences 
were similar, and this heartens him. 
His mistakes should be pointed out in 
a kindly manner. He should be told 
how best to meet a like situation in 
future. 


In a big city, the new agent should 
be warned to appreciate the importance 
of concentrating as nearly as is prac- 
ticable in one neighborhood. This con- 
serves time, which if properly used, 
constitutes one of the greatest assets 
of the life insurance solicitor. 


Street System 


An agency should install a street 
system for keeping the records of in- 
terviews with policyholders and pros- 
pects. We should not be satisfied with 
just the amount of life insurance writ- 
ten, but we should insist upon cover- 
ing, to a reasonable extent, the terri- 
tory under the jurisdiction of our 
agency. Take the case, for instance, 
of a great big factory building located 
somewhere in New York City, in which, 
as we could tell from its size, there 
were 5,000 people working. We look 
up our street list and find we have no 
policyholders there. Ordinary common 
sense and good management would 
dictate that some effort should be made 
to get business out of that big business 
building. It would not take us very 
long to get a “Friendly Act” introduc- 
tion if we looked up the people and 
tried to point “Friendly Act” in that 
direction. Now, one way at least to 
tell if all the city is being covered is 
by filing daily reports and by keeping 
up our street list. 


Agents should be educated to appre 
ciate the value of such a system to 
themselves and to the office. Anything 
that helps the manager must help the 
agent. Have the solicitor make a re- 
port on every interview, whether suc- 
cessful or not, giving all the detail he 
has. This report should be written 
out immediately after the closing of 
the interview, while the mind still re- 
tains the details. These reports should 
be filed with the office each day. The 
office clerks should keep a record of 
where the agents have been working 
each day, by putting tacks in a map 
showing. the location of the prospects 
upon whom reports are filed. The first 
thought of some agents about filing re- 
ports is that by so doing they are plac- 
ing themselves in the hands of some 
one, that somehow, in the future, they 
may lose a commission or suffer in 
some way. 


Being Fair With the Agent 


Now, we generally agree that a pros- 
pect not closed on the second or third 
interview is not worth much to the 
agent who has had those interviews. 
The office has a record of all of his 
policies and therefore a record of the 
most valuable part of his work. There- 
fore, no agent can get away from the 
fact that he leaves in the office a most 
valuable part of his work if the office 
wants to be unfair with him. 


All of this reporting comes down to 
a question of whether it can be made 
valuable to an agency. It is a ques- 
tion whether, before you call upon a 
prospect, you would like to know how 
much insurance he carries, in what 
companies, how old his policies are; 
whether he has had any serious ill- 
ness; whether he has a wife and chil- 
dren, and if so, how many children, 
whether they are boys or girls, and how 
old they are. The agent’s report of a 
properly conducted interview, even 
though the prospect was not written 
up, would show all this information. 

Many a case which is now never 


(Continued on page 11) 
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Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CO. 
By the State of Texas, June 28, 1915 

**TIt is noteworthy that this Company was organized without any promotion expenses.”* 

**I beg to report further that I find the Company in excellent financial condition.” 

“The volume of its business has steadily increased, its surplus is growing rapidly ana 

its funds are being carefully conserved under expert supervision.”’ 
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Connecticut General Group 


Interesting extracts from the group 
insurance policy of the Connecticut 
General follow: 

Schedule of Employes 


The employer shall furnish the Company with 


a “Schedule of Employes” setting forth name, 
date of birth, date of employment and name 
of beneficiary of each employe (with such 
changes as are hereinafter provided) which 


shall be attached to the application and be- 


come a part thereof. 
Coverage 
This insurance shall not cover any employe 


until his name shall be furnished by the em 
ployer to be added to this Schedule of Em 
ployees by the Company. 

Amendment of Schedule of Employment 
The insurance coverage on any employee shall 
cease with the termination of his employment, 
except as hereinafter provided. If an em 
ploye is totally disabled as hereinafter defined 
the insurance may be continued at the option 
of the employer. The schedule of employes 
shall at the first of each month be amended bv 
notification from the employer, with respect to 
all employes whose insurance has terminated 
during the month, and all new employes who 
will become eligible for insurance during the 
next succeeding month. 

Premium Adjustment 

will furnish the employer, on 
fifteen of each month, with a 
statement of any balance due on account of 
changes in insurance as herein provided and 
said balance shall be considered due as of the 
first of the current month and subject to all 
provisions concerning payment of premiums 
Total Disability 

shall be deemed to be totally 
disabled within the meaning of this policy if 
injuries, sickness or disease continuously pre 
vent him from performing any and every duty 
pertaining to his occupation. 

Permanent Total Disability 

If said total disability began before age 
sixty, has existed for a period of six months, 
and presumably will during his life prevent 
the employe from pursuing any occupation for 
wages or profit; or if the employe has suffered 
the entire and irrecoverable loss of the sight 
of both eves or the total and permanent loss 
by removal or disease of both hands at or 
above the wrist, or of both feet at or above 


The Company 
or before the 


Any employe 


the enkle, or of one entire hand and one en 
tire foot, he shall be deemed to be totally and 
permanently disabled within the meaning of 


this policy. 

The Company shall 
portunity to examine the 
ploye when and so often i 
require during the pendency of 
under. 


have the right and oo 
person of the em 
as it may reasonably 
claim here 


Military and Naval Service 

If any employe shall engage in military. or 
naval service in time of war without first 
having obtained a written permit from the 
Company, the insurance on the life of such 
person shall immediately terminate, except as 
hereinafter provided Permit will be granted 
for such service provided the extra premium 


fixed by the Company for such permit be paid 
annually in advance during said service. The 
provisions in this policy, however, as to total 
and permanent disability so far as they ap 


ply to the persons so engaged shall be null 
and void, but may be reinstated upon termina 
tion of such service upon evidence satisfactory 
to the Company that the employe is physic ally 
and mentally unimpaired and in sound health. 

Individual Certificate 

The Company will issue to the employer for 
delivery to each employe whose life is in 
sured hereunder an individual certificate set- 
ting ferth a statement as to the insurance pro 
tection to which he is entitled, to whom pay- 
able, together with the following provisions for 
obtaining an individual policy at the termina. 
tion of his employment. 


Conversion Privilege 
termination of the employment of any 
reason whatsoever the Com- 
further evidence of insur- 
written application made to 


At the 
employe for any 
pany will, without 
ability, and upon 


the Company within thirty-one days after 
such termination and upon the payment of 
the premium applicable to the class of risk to 


form and amount 
attained age, issue 
any one of the 
Compiny, ex 
total and 


which he belongs and to the 
of the policy at his then 
a policy of life insurance, in 
forms customarily issued by the 
cept term insurance, with equivalent 
permanent disability benefits, in an amount 
equal to the amount of the employe’s protec- 
tion under this policy at the time of the 
termination of his employment. 

Annual or Monthly Income Settlements 

In lieu of any sum payable under this policy, 
the Company will, upon written request of the 
employer, pay an income for each $1,000 for a 
limited period of years as shown in the fol 
lowing table 
Number of Years 


during which In- Amt. of Each Income Payment 


come will be paid Annual Monthly 
1 $1,000. $84.75 
2 508. 43.10 
3 345. 29.24 
4 263. 22.27 
5 214, 18.11 
10 116. 9.83 
15 84, 7.60 
20 68. 5.75 
Renewal Privilege 
Chis policy may be renewed from year to 


further term of one year provided 
has complied with the provisions 
upon payment, on or before the 
of the premium for the 
amount of insurance as renewed. During the 
first five year period from the date hereof, the 
premiums for each renewal shall be computed 
upon the basis of the following “Table of One 
ear Premiums per $1,000 Insurance” at the 
respective ages nearest birthday attained by 
insured at the time of renewal. At the end of 
each five year period from the date hereof the 
Company shall have the right to change the 
premium rates at which subsequent renewals 
shall be computed, according to schedules then 
in force. 


year for a 
the employer 
of this policy. 
date of each renewal, 


GENERAL PROVISIONS 
Premiums 

All premiums are payable in 

home office of the Company in Hartford, but 

may be paid to an authorized agent of the 

Company in exchange for a receipt signed by 


advance at the 


the secretary and countersigned by said agent. 
If any premium be not paid when due, this 
policy shall be terminated except as herein 


provided. 


will be allowed for 
after the first, 
remains in 


e 
days of “race 
premium 
policy 


Thirty-one 
the payment of every 
during which period the 


force. 
Incontestability 

This policy sh:ll be incontestable after one 
year from the date of issue except for non- 
payment of premium and for violation of the 
provision for military or naval service in 
time of war. 

Misstatement of Age 

If the age of any of the employes is in- 
correctly stated, the amount payable hereun- 
der shall be the full amount of insurance pro- 
vided in the Schedule on Page 1, but premium 
adjustment shall be made so that the employer 
shall pay the Company the actual premiums 
called for at the true age of the employe. 

Suicide 
Suicide, sane or insane, 
from commencement of insuri.nce on 
ploye is not a risk assumed by the 
Assignment 

No assignment of this policy or any insur 
ance thereunder shall be effectual against the 
Company unless it is filed at the home office 
while the insurance is in force. The Company 
assumes no responsibility for the validity of 
any assignment. 


within one year 
any em- 
Company. 


Change of Beneficiary 
Any employe may designate a new 
ary under this contract by filing with the em 
ployer a written request for said change ah 
forms provided for this purpose. ‘his change 
in beneficiary shall become effective upon re 
ceipt at the home office of the Company of 
this request from the employer. 
TABLE OF ONE YEAR PREMIUMS PER 
$1,000 INSURANCE 
The charge for Permanent Total Disability 
represents 5%, of each premium 
Contract 
together with the 
individual 


benefict- 


application of 


This polic y. " 
applications, 


the employer, and the 
if any, of the employes insured hereunder, 
shall constitute the entire contract hetween 
the parties. All statements made by the em 
ployer or by the individual employes shall, in 
the absence of fraud, be deemed representa- 
tions and not warranties, and no statement 
shall be used in defense to a claim under this 
policy unless it is contained in the written 
application. Only the president, vice-presi- 
secretary, has 


dent, secretary or assistant 

power in behalf of the Company to make or 
modify this contract of insurance. The re 
serve upon this policy, exclusive of any re 
serve on account of permanent total disability 
benefits. shall be computed upon the Ameri 
can Experience Table of Mortality with 34%° 


interest. 


Connecticut General’s 
New Group Policies 
(Continued from page 3) 
them to make inquiries which were 
responsible for the evolution of group 
insurance into just about the form in 
which it is now used. 

“It was Montgomery, Ward & Co.’s 
first intention to insure their employes 
themselves and they engaged an actu- 
ary to work upon the question but 
eventually decided it would be cheaper 
to employ an insurance company. This 
first instance was notable not only be- 
cause it was the first, but because the 
contract covered such a large number 
of employes. Their total coverage was 
$7,000,000. 

“With this flying start, the idea 
spread rapidly and-the rate of increase 


has constantly accelerated. The _ in- 
dustrial conditions of the day are 
prompting many employers to give 


their employes group insurance as com- 
pensation for the extra pressure under 
which they are working. One of the 
strongest proofs of its success is the 
fact that no firm of any consequence 
which has once adopted group insur- 
ance has ever dropped it. Today there 
is more than $500,000,000 of this form 
of insurance in force, covering 500,000 
employes. 

“As a rule group insurance has been 
adopted as a philanthropic measure. 
Often, it has taken the place of the 
pitifully inadequate provision of an 
employes’ benefit organization. But no- 
tice the names of the firms employing 
it. You will find it most firmly estab- 
lished in the industries in which sta- 
bility of labor is most difficult to main- 
tain. Group insurance justifies itself 
from the dollars and cents angie too.” 


Agency Officers To 
Meet in Chicago 


NOVEMBER 8-9 


Discussion on Subjects of Rebuilding 
After War Agency Selection 
and Turnover 


CONVENTION . 


The annual meeting of the Associa- 
tion of Life Agency Officers will be 
held in Chicago, November 8-9. There 
will be wide discussions of these sub- 
jects: 


First: Rebuilding our organization 
after the war. 
Second: Agency selection and turn- 


over. Records of 5,000 successful agents 
have been analyzed and useful deduc- 
tion will be made of them. 

The program follows: 

“The Value of Touching Elbows,” R. 
J. Mebane, Southern Life & Trust Co.; 
“Successful Methods of Meeting the 
Draft,” G. S. Hastings, New England 


Mutual; “Our Methods of Handling Ap- 
plications of Agents Who Desire to 
Change Companies,” Allan Waters, 
Union Central; Julian Price, Jefferson 
Standard; “How Far Should We Go 
In Seeking Men from Other Com- 
panies?” H. EK. Aldrich, Equitable of 


lowa; E. G. Simmons, Pan-American; 
H. M. Woollen, American Central: 
“Life Insurance After the War,” M. A. 
Linton, Provident Life & Trust; “Dis- 
ability and Accident Insurance As an 
Asset to the Life Agent,” Isaac Hamil- 
ton, Federal Life; “What Method of 
Advertising Gives Best Service to the 
Agent?” T. Louis Hansen, Guardian 
Life; G. A. Deitch, Reserve Loan Life; 

E. Reid, London Life; “Diminishing 


Agency Turnover,” W. E. Taylor, 
Equitable; G. K. Sargent, Mutual Life; 
W. E. Webb, National Life, U. S. A. 





PATERSON MEMORIAL BOOK 

John Sherman Paterson, who died 
last year, was with the New York In- 
surance Department for half a century, 
and was actuary as his father had been 
before him. The New York Insurance 
Department has issued a memorial vol- 
ume, containing interesting facts about 
Mr. Paterson and obituary notices pub- 
lished by Albany newspapers, and mem- 
orial minutes of the Actuarial Society 
of America, and other tributes to his 
memory. 


FUREY BACK AT HIS DESK 
William M. Furey, of English & 
Furey, Pittsburgh, manager for the 
Berkshire Life of Pittsfield, Mass., re- 
ported at the office for duty early last 
week after an absence of almost a year 
on account of sickness. 





ests of all members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 





Insurance in force over 
$142,000,000 





15,000 PEOPLE 


Wrote to us last year, in answer to our advertising, for an illus- 
tration of the Fidelity “Income for Life.” 
SERVICE helped to make 1917 the best year in Fidelity’s history. 


AGENCY OPENINGS FOR THE RIGHT MEN. 
Write to-day 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 


This DIRECT LEAD 


Walter LeMar Talbot, 
President 
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LIVE HINTS FOR BUSINESS GETTERS 





eee 


Suggestions to Help the Man With the Rate 


Book Increase His Income and General Efficiency 








Urge the man who 
thinks he may have 
to go to war to in- 
sure at once, prob- 
ably on the ordi- 
nary life plan. It is obvious from the 
foregoing that the policyholder might 
for the present defer payment of the 
extra premium. It may be two years 
before he will be actually called to 
enter the service if at all. In ‘hat 
case the war clause in his Mutual Life 
policy, if taken now, will have expired 
and no extra premium will be required. 
if he is not called to service until 
after one year from the date of his 
policy, only one extra premium can in 
any event become payable. He migh 
be called late in the second year and 
in that case the remainder of the two 
years succeeding the issue date of the 
policy would probably be spent in 
training camp within the continen al 
limits of the United States. In such 
event, the war clause would not be- 
come operative at all, and at any rate 
no: more than one extra premium woull 
become payable. 

If the extra premium is not paid and 
the insured dies within two years of 
the date of the policy, or within one 
year after the last extra premium falls 
due, only the reserve will be payable 
as a death claim. If he does no‘ die 
within two years of the date of his 
policy or within one year after the last 
extra premium became payable, he will 
then have an ordinary life policy, in- 
contestable for any cause except non- 
payment of the regular premiums, and 
he will have it at the ordinary life rate 
for his present age. If he does not 
take the insurance now and returns 
from the war an impaived risk, he will 
be unable thereafter, or so long ag the 
impairment continues, to get any in- 
surance at all. If he is not an impai-ed 
risk when he returns he will in any 
event have to pay the higher premium 
of his increased age.—‘‘Points.” 

* * * 
Samuel O. Buckner, 
inspector of agencies 


Hurry Up 
The Man 
Subject To Draft 


Inspector Of 


Agencies of the New York Life, 
A Poet Northwestern depart- 


ment, Milwaukee, is 

the author of several poems which 
have been found helpful by the field 
force. They are: “Do It Right,” “Keep 
A Steady Gait,” “Be Cheerful” and 
“Try To Smile.” One of the best “Keep 
A Steady Gait” reads: 
Life is fraught with many cares 

The road is sometimes rough; 
At many turns unseen snares 

Await one sure enough. 
You may be jostled by the throng 

From early morn till late, 
Lut boldly push your way along 

And keep a steady gait. 


Should misfortune wreck your plan, 
Don’t give up the fizht 
Meet it bravely like a man 

And keep your “goal” in sight; 
Don’t charge your failure to “hard luck,” 

Or to “an unkind fate” 

Push right ahead—just show you> pluck 
And keep a steady gait. 
* om ™ 

Six reasons why the life 
Six Anti- insurance policy should 
Lapse not be allowed to lapse 
Reasons are given in the Penn 

Mutual “News Letter.” 

First—Because if kept up, even if 
life should be prolonged for years to 
come, the policy ;is likely, through its 
accumulatiofs, to'prove, a good invest- 
ment, financially. 

Second—Because, business and family 
may both need ready money in case 
of the sudden death of their head. 

Third—Because the habit of saving 
in order to pay the premium, once 








broken, may prove difficult, if not im- 
possible, to form again. 
Fourth—-Because another policy can- 
not be obtained at the same rate of 
premium—the premium will be higher 
because the life will be older. 
Fifth-—-Because a new policy cannot 
be obtained without a new medical ex- 
amination, and ill] health may come sud- 
denly, making it impossible to pass 


‘such an examination. 


Sixth--Because death may come sud- 
denly before another policy can be ob- 
tained. 


BUSINESS INSURANCE 


A Tip To Agents Based on Influenza 
Epidemic Given By E. A. 
Woods 


The following comment is made on 
business insurance by the FE. A. Woods 
Agency, Inc.: 

This morning’s papers speak of the 
double funeral of two partners who 
died from pneumonia following’ in 
fluenza. Both young men, 34 and 29 
one married, the other single. 

About a year ago one of our salesmen 
tried to interest them in insurance, but 
they could not see the need for it. 
They had a very profitable business 
Today, with both of them dead, how 
much do you suppose the business is 
worth to the widow of the married one? 
One probably got influenza from the 
other, and it is the old story of this 
very danger among those in business 
together. While it is not often that 
partners die from the same disease at 
the same time, it very often happens 
that upon the death of one partner, the 
other from the strain of overwork, be- 
comes uninsurable, and there are many 
cases of the death of two partners, one 
closely following the other. 

To provide against the unforeseen is 
the strongest reason for business life 
insurance. 


Training cf Life 
Insurance Agents 
(Continued from page 9) 


written by your office, could be written 
by a more experienced agent if he had 

















Metropolitan Life Insurance Company 
Home Office Building 





METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


It is first in the world in amount of 
insurance in force... .$3,936,181,898 
It is greater than any other company 
in America in the number of its 
SEE. 54-00 6b etesip aac 18,262,933 
It stood first in the world in amount 
of insurance placed in 1917 
Pr Pe ee $791,060,002 
It stood first in the world in gain 
in insurance in force in 1917 


(eeseedeneatenecane $453,749,902 
It Stood first in the world in gain in 
income in 1917...... $40,648,595.67 


WAR SAVINGS STAMPS 


The Company, through its more than 15,000 
agents, sold $65,000,000 worth of War Savings 
Stamps between February first and Septem 
ber first, 1918, and expects to sell 


a total 
of at least $100,000,000 during the year 


JOHN R. HEGEMAN, President 








“ome way of getting the reports. If 
the new agent were carefully trained 
in making reports, many cases that he 
would consider of no value would look 
like good ones to some other agent 
with more experience The agent 
ehould be trained early to file those 
reports, and it should be insisted upon 
that the clerks handling this part of 
the business do so correctly 


Reports in Three Lists 


In an agency of thirty agents, at an 
annual expense of about $1,000, reports 
could be accurately kept in three lists, 
a street list, an alphabetical list, and 
a back call list. Thirty agents would 
not have on the average more than 
sixty new calls a day, eighteen hundred 
new calls a year. The manager would 
stand the expense and he would be 
very glad to do so as long as the sys- 
tem proved to be of value to the agent 

Somebody tells you an agent of your 
company had been drumming him for 
life insurance. You look up the street 
list and find no record. You go back 
and find it was an agent of a life in- 
surance company with a name similar 
to ours and you close him for your 








Seventy-Five Years Ago 


On the first of February, 1843, The Mutual Life of New 
York issued the first mathematical reserve policy ever 
written by an American company. 

Having completed its 75th fiscal year on the 3lst of 
December, 1917, the Company enters upon the new year 
with a justifiable pride in its impregnable strength, its un- 
surpassed policy contracts, its generous dividends, and its 
great body of well-satisfied policyholders. 


THE OLDEST COMPANY IN AMERICA 
IS THE COMPANY FOR YOU. 


For terms to producing agents address 


The Mutual Life Insurance Company 
of New York 


34 NASSAU STREET, NEW YORK CITY 








company. On the other hand, you find 
a prospect who had been drummed by 
one of your office associates. He 
couldn't remember the agent’s name 
You look up the street list and so lo- 
cate the agent, and tell him about it. 
This agent gets busy, writes the case, 
and you have helped him to do it 
Some time later on he may help you 
to do the same thing for yourself. 
Doesn't that help the agent? 

You are going out of your way to 
make a call on a “Friendly Act” pros 
pect Knowing that you may not find 
him in, you request the filing clerk in 
charge of the street system to furnish 
you with the names of prospects in- 
terviewed in that neighborhood and 
considered N. G. by other agents. You 
learn the particulars of their life in- 
surance history. That enables you to 
work in a new call or two while wait 
ing for your man, who is expected back 
in “about half an hour.” You might 
close one of these cases If you did, 
would the system be helping the agent? 

And even if some agents did not get 
any benefit through information re 
ceived from the reports, wouldn’t it be 
of great benefit to a new agent to en- 
courage him to get aboard the ship 
and work intelligently with some defi- 
nite plan from the beginning of his 
life insurance career? 

Teach the new agent to mark N. G 
in large capitals on the report of the 
interview, where he believes that fs 
the only conscientious. comment it de- 
serves. Discourage back calls on cases 
which thave no semblance of being 
fruitful in the near future. The man- 
ager will give more credit to the agent 
who has gumption enough to mark a 
report N. G. where it deserves it than 
to the solicitor who dreams about every 
man he meets as being a _ prospect 
“some day” and who, therefore, goes 
on accumulating these curios Train 
him to make a given number of first 
interviews daily or weekly. The first 
month or so for the new man in the 
field is his worst, and managers should 
be particularly careful during this 
period to display a real friendly, broth- 
erly interest toward the new agent. 
Don’t get out of patience with him. 
Let him have ten or fifteen minutes 
of your time each day for a heart-to- 
heart talk with you. Train him early 
to realize that working each day along 
any plan no matter how poor the plan 
is far more productive of results in 
dollars and cents than drifting along 
without a program 


l’aper read at twenty-seventh annual conven 
tion of Massachusetts Mutual Life’s Agents’ 
Association meeting 
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ROMANCES OF BUSINESS 

“From Office Boy To President” 
might be a title of one of those fas 
cinating boy books of Horatio Alger 
which caused many a youth play 
hookey a quarter of a century ago in 
order that he might steal off the 
barn, where, seated on a haystack he 
read the volume from cover to cover, 
sighing at the finish that there were 
not more pages. If there be any ro 
mance in business it is in the career of 
the boy who enters the insurance office 
at the lowest rung of the ladder and 
climbs to the top. Such romances are 
by no means as few as might be sup- 
posed, and they are probably met in 
fire insurance more than in any other 
walk of life. 

The most recent case of this kind is 
the career of C. W. Bailey, of the Amer- 
ican of Newark, who began with that 
Company forty-two years ago and has 
been elected president. At the begin- 
ning he got no salary at all, so high 
was the public’s esteem of insurance 
that it was regarded as a great honor 
for a company to take a boy into its 
ranks. There never has been any spec 
tacular element in Mr. Bailey's career. 
Always courteous, always conscientious, 
always painstaking, he absorbed knowl- 
edge as he went along, learned the 
ways of the company, appreciated and 
understood the requirements of the 
agency force, and when the directors 
elected a president last week they 
turned to the logical man, one who is 
just as much a part of the company 
as a human entity can be. For young 
men in the business there great 
deal of inspiration in the of 
Mr. Bailey. 





to 


to 


is a 
choice 


PICKING THE RIGHT THEME 

The Association of Life Insurance 
Presidents can always be depended 
upon to do the right thing in choosing 
the theme for its annual meetings, and 
this year is no exception as the main 
discussions will hinge about national 
thrift and, also, a study of the conser- 
vation of human resources, which will 
include recent developments in relation 
to public health reform. -\What the 
various thrift agencies, including the 
important one of life insurance, have 
contributed towards national progress 


_ - —_ - 


in peace and war times, will certainly 
in discussion of the widest and 
interest to the public. 


result 


most potent 


The annual meetings of the Associa- 
tion of Life Insurance Presidents not 
only command the respect of the lead- 
ing daily Amer- 
ica, but in many editorial offices these 


newspaper editors of 


gatherings are awaited with consider- 


they are always 
good Not 
the subjects of vital importance to the 


able interest because 


sources Of copy. only are 
welfare of the nation, but great care is 
exercised in the selection of speakers, 
with the that the 
tion’s greatest men have addressed the 
noting this 
Presidents’ meet- 
daily 


result some of na 


worth at 
Life 
more 


meetings. It is 
that the 
ings are given 
newspapers than any of the other or- 
ganizations in insurance, and this de 
spite the fact that the meetings are 
invariably held in New York City where 
space is most precious and hardest to 


point 


space in 


get. Insurance bodies often complain 
that managing and city editors are 
chilly towards insurance, dismissing 
with a paragraph or two conventions 
which should be recorded at greater 
length in the daily press. If Geraldine 
Farrar sings a song in front of the 


Public Library in New York she com 
mands a column or two the next morn- 
ing, but important insurance conven- 
tions are often dismissed with a few 
lines on a back page. Not so the ses- 
sions of the Life Presidents, the 
reason will probably be found the 
themes of the meetings, the titles and 
character of the and the 
of the speakers. 


and 
in 


addresses, 
calibre 

There have been eleven conventions 
of the Association of Life Insurance 
Presidents and it is worth reviewing 
at this time the themes of these gath- 
The first was an organization 
meeting. The second was a Grover 
Cleveland memorial ari a taxation con- 
ference. The third developed into a 
discussion of movements for uniformity 


erings. 


of state laws, prolongation of human 
life, and amalgamation of life insur- 
ance companies. At the fourth meet- 


ing there were four topics: Educational 
forces in life insurance; women’s work 
in the life insurance field; investments 
and taxation, and life extension work. 
The fifth convention was a John F. 
Dryden-Paul Morton memorial meeting, 
and the business discussion related to 
the application of the principles of con- 
servation to the business of life insur- 
The three topics at the sixth 
meeting were problems of conserving 
life insurance funds, prolonging lives 
of policyholders and fitting the policy 
to policyholder. At the seventh 
meeting papers were based on the re- 
sponse of life insurance to present day 
economic needs, and there was discus- 
sion of the ever-increasing inter-de- 
pendence between life insurance and 
the state, life insurance and the com- 
panies, and between agents and policy- 


ance. 


the 


holders. “The Common Interests of 
Life Insurance, Education and _ Busi- 
ness” was the theme of the eighth 


meeting; “Policy Reserve Investments 
in Relation To Economic Progress” 
was the theme of the ninth; while the 
tenth was a review of a decade of life 
insurance in relation to national prog- 
ress and preparedness. The eleventh, 
of course, did not ignore the war, as 





JAMES BARCLAY HENNEY 


James Barclay Henney, general coun- 
sel at the New York office of the Aetna 


Life, 100 William street, is one of the 
most brilliant representatives of the 
law, affiliated with the insurance end. 
After leaving Harvard University he 
went to the New York Law School 
from where after graduation he be- 


came a practicing attorney. His first 
experience with an insurance company 
was with the Travelers for which com- 
pany he handled appeals. After two 
years’ experience in this work he joined 
the Aetna forces as a trial lawyer, and 
he was made counsel a few months 
ago. Mr. Henney had a reputation in 
college as being a first-class athlete, 
and pitched on one of the Harvard 
nines. Up in the Dobbs Ferry section 
where he makes his home he has beaten 
most of the commuters on the tennis 
court. 
7” * 7 

Sergeant T. W. Budlong, son of 
Agency Manager E. C. Budlong. of the 
Bankers Accident of Des Moines, 
jumped from Deming, New Mexico, to 


Camp Dix, N. J., and spent a short 
furlough with relatives in New York 
City. He sailed for France September 
16. Private Richard C. Budlong of the 
Coast Artillery was transferred from 


San Francisco to Virginia. He is tak- 
ing a three weeks’ rest in the Base 
Hospital with the mumps—his first 
opportunity to draw indemnity under 
his health policy. The Bankers has 
paid one full death claim at Camp 
Dodge and one in France under the 
war risk rates and a number of small 
indemnity claims in various camps. 
* * * 

R. C. Anderson, of E. W. Anderson 
& Son, general agents in New York of 
the State Mutual Life, was discharged 
from the hospital last week and is im- 
proving in health so rapidly that he is 
expected to be able to return to the 
office about December 1. Mr. Ander- 
son was taken ill about August 1 with 
appendicitis and has been confined to 
the hospital ever since with complica- 
tions which followed the operation. 


the United States by that time had en- 
tered the conflict. “Life Insurance and 
the Nation’s Progress—Now and After 
the War” was the topic. 

About the best commentary that can 
be made relative to the value of Life 
Presidents’ annual meetings is that if 
the papers were bound in book form 
the volume would be of sufficient value 
to justify a place on the library shelves 
of all financial, economic, business and 
welfare leaders, 


THE HUMAN SIDE OF INSURANCE 














Morgan G. Bulkeley, president of the 
Aetna Life, has been made president 
of an Unconditional Surrender Club, 
which has been formed in that city. 
This is one of the clubs which have 
sprung up over night all throughout the 
country based on a desire of the pub- 
lic to see the present fighting through 
until the end. Governor Holcomb, of 
Connecticut, is honorary member of the 
club. Last week President Bulkeley 
personally gave the company’s subscrip- 
tion of $5,000,000 to the Liberty Loan. 
Despite Governor Bulkeley’s advanced 
years he keeps as close touch with the 
insurance business as any man in the 
country and it may surprise insurance 
men generally to know that he has a 
good insight into fire underwriting in 
addition to his wide and remarkable 
knowledge of life and casualty insur- 
ance. 

oe os te 

Franklin Townsend, Jr., who was 
special agent of the Mechanics of Phila- 
delphia, and more recently office man- 
ager of Longacre & Ewing, Philadel- 
phia, has been commissioned a second 
ileutenant. Mr. Townsend joined the 
artillery more than a year ago, and, be- 
ing an insurance man, was assigned to 
the War Risk Bureau in London in con- 
nection with soldiers’ and sailors’ in- 
surance. He proved himself to be so 
well fitted for this work that his ad- 
vancement was recommended. For six 
months he has been in France. 

Mr. Townsend, who is a member of 
one of the leading social families in 
America, was one of the best liked spe- 
cials in the Quaker City. 

aK a + 

C. H. Boyer, manager of the casualty 
department of the National Life, U. S. 
A., mourns the loss of his only son, 
Merle X., 18 years old. He recently 
received a commission at the Office>s’ 
Training Camp, Fort Sheridan, Illinois. 
At the time of his death he was mili- 
tary instructor of the Students’ Train- 
ing Corps of Carthage College, Car- 
thage, Illinois. Pneumonia claimed him 
after a week’s illness. 

* * a 

Arthur Birchenough, special agent of 
the New Hampshire Fire for Eastern 
New York, was chosen by that Com- 
pany as a subject for a cut in its Sep- 
tember issue of “Whittlings.”” Mr. Birch- 
enough is alert, on the job, and en- 
hanced the typographical appearance 
of this snappy little paper. 

ok * * 

Charles E. Sheldon, Western man- 
ager of the American of Newark, was 
in Newark this week. 








R. J. MIX DEAD 


Robert J. Mix, manager of 
The Prudential in New York, 
and one of the most brilliant 
and successful men in life in- 
surance, died on Thursday morn- 
ing at his home in Cranford, N. 
J. Several days ago he con- 
tracted a cold which developed 
into influenza. Death occurred 
at 2 o’clock in the morning. 

Mr. Mix began his insurance 
career in this city with tue New 
York Life, and at one time was 
a manager of the Equitable. 
With The Prudential he built up 
a business of about $7,000,000 a 
year. His office wrote ordinary 
business only. 

Among other accomplishments 
of Mr. Mix was his literary abil- 
ity. For years he has issued 
inspiration talks to agents, un- 
der the caption of “Mix’s Mus- 
tard.” 
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Compulsory Scheme 
Crops Up in Newark 


AUTOMOBILE OWNERS RESTIVE 





Committee of Merchants Presents 
Some Ideas on Distribution of 
Insurance Risks 





A scheme fraught with possibilities 
but with few probabilities has been in- 
troduced in Newark, N. J., to seek an 
act of the legislature to make auto- 
mobile casualty insurance compulsory. 

This proposal, which is fathered by 
a number of merchants in Newark, is 
so deep that it has gone quite over 
the heads of the insurance men. Just 
now it looks like a joke. 

It will be sought to “place such in- 
surance under the jurisdiction of the 
insurance commissioner,” whatever that 
may mean. 

The whole plan was decided upon 
at a conference of representatives of 
the Board of Trade, automobile asso- 
ciations, department stores and others 
interested in automobile insurance. 
The meeting was called by S. B. Har- 
rison, chairman of the automobile in- 
surance committee of the Retail Mer- 
chants Association and the Board of 
Trade. 

Seek Cause of Advances 


The merchants admit that for some 
time they have been trying to discover 
why automobile insurance rates have 
increased 100 per cent. They say that 
“statistics seem to indicate that losses 
of the insurance companies ‘have de- 
creased.” They present some remark- 
able figures—remarkable for their in- 
accuracy. They say that Newark has 
contributed to the companies $125,000 
and that $10,000 has been paid in losses. 
It is news to insurance men that New- 
ark contributes only $125,000 in pre- 
miums. 

The sponsors of the plan reason that 
insurance rates cannot be lowered un- 
less a larger number of individuals 
carry insurance. Therefore they pro- 
pose to compel them to do so. They 
say that the companies have used this 
argument to keep up rates. They also 
claim that Newark “with its wide 
streets and excellent traffic ordinances,” 
etc., ete., is obliged to contribute toward 
paying losses in communities possess- 
ing less favorable conditions. In sug- 
gesting compulsory insurance the com- 


+ mittee is guided by the fact that ele- 


vator owners must carry liability in- 
surance and that employers must carry 
compensation insurance. 


FIRE INSURANCE DEPARTMENT 


THE EASTERN 





Call Off Atlantic City 
Meeting of Federation 





RESULT OF INFLUENZA EPIDEMIC 





Was to Have Been War Conference— 
Will Meet Here on December 
2nd and 3rd 
Another insurance meeting to be 
postponed by the health authorities is 
the fourth annual convention of the 
National Council of Insurance Feder- 
ations, which will be held in this city 
December 2-3 instead of in Atlantic 
City on October 28-9. ‘The adjourned 
meeting will be held at the Hotel Astor. 
Considerable importance was attached 
to the Federation meeting which had 
been advertised as a War Conference. 
The thought of the Federation was to 
discuss the great problems arising out 
of the war which had a definite bear- 
ing to insurance, and to present to the 
public the magnitude of the efforts of 
insurance companies in doing their 
share in helping the Government pros- 

ecute the war. 


W. S. LEMMON WITH HARTFORD 


Celebrated Rate-Maker Has Had Long 
Career in Fire Insurance—Schedule 
Student 


W. S. Lemmon, who has won dis- 
tinction in the fire insurance business 
as a rating expert, and who was em- 
ployed by the Eastern Union along 
with A. E. Larter in the construction 
of the famous Larter & Lemmon Rat- 
ing System, a new schedule which won 
considerable favorable comment among 
many students of the business but was 
not officially adopted, is now with the 
Hartford Fire. It is reported that he 
is engaged on some special mission for 
President Bissell, of that Company. 

Mr. Lemmon has had a long and ex- 
tensive experience in the insurance 
business, and is a man of marked 
ability. 


NEWARK SOCIETY MANAGER 

The Fire Insurance Society of New- 
ark has appointed George J. Tuttle as 
manager, succeeding John M. Hughes, 
now with the Hartford Fire. Mr. Tuttle 
for years has been a successful travel- 
ing salesman. and this is his first ex- 
perience in fire insurance. 


GEORGE KINGSLEY BACK 
George Kingsley, of Wickham & 
Kemp, who was confined to his home 
last week with illness, returned to his 
office on Wednesday. 
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Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 














>THE AUTOMOBILE 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


ASSETS 


$7,266,538.81 


LIABILITIES, EXCEPT CAPITAL 


$3,086,345.45 


SURPLUS TO POLICYHOLDERS 


$4,180,193.36 


LINES WRITTEN 





FIRE MARINE WAR RISK 

TORNADO WIND STORM MAIL PACKAGE 

RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 
JAETNA LIFE INSURANCE CO. 
ZAETNA CASUALTY & SURETY CO. 
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WILLIAM H. KENZEL CO. 


FIRE INSURANCE AGENT 


Representing at 79-83 William St., New York 


FRANKLIN FIRE INSURANCE CO. OF PHILADELPHIA, PA. 
EQUITABLE FIRE & MARINE INS. CO. OF PROVIDENCE, R. I. 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 


IMPERIAL ASSURANCE COMPANY OF NEW YORK 
HUMBOLDT FIRE INSURANCE CO. OF PITTSBURGH, PA. 
ALLEGHENY FIRE UNDERWRITERS OF PITTSBURGH, PA. 
CALEDONIAN-AMERICAN INSURANCE CO. OF NEW YORK 


Representing at 154 Montague St., Brooklyn 


LONDON ASSURANCE CORPORATION OF LONDON, ENGLAND 
NORWICH UNION FIRE INSURANCE SOCIETY, LTD., OF ENGLAND 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 
MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 
PENNSYLVANIA FIRE INS. CO. (Suburban) 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 
Inc, 1870 


NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


| 


63,479.83 | 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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BROKERS ACTIVITIES 





New Ream Firm Keeps 
Company Facilities 





REAM, CROMWELL & WRIGHTSON 





Office Will Operate the Shippers and 
Manufacturers’ Lioyds—Officers 
of Corporation 





It is announced that the Shippers’ 
and Manufacturers’ Lloyds, which were 
operated by Ream, Ives & Wrightson, 
Inc., will be managed in the future by 
Ream, Cromwell & Wrightson, Inc. 

The firm of Ream, Cromwell & 
Wrightson, Inc., was formed this week 
following the withdrawal from the firm 
of Ream, Ives & Wrightson, Inc., of 
Henry W. Ives, who has combined with 
David G. Baird in the organization of 
the new brokerage firm of Ives & 
Baird, Ine. 

R. C. Ream is the president of Ream, 
Cromwell & Wrightson, Inc., and E 
M. Cromwell is the new member of the 
firm. Mr. Cromwell until a short time 
ago was with Frank B. Hall & Co., Inc. 

Both Ream, Cromwell & Wrightson. 
Inc., and Ives & Baird, Inc., will make 
their offices at 5 Nassau St. 


* *” * 


Charles Davis Back 
Charles Davis, who resigned a few 
weeks ago as placer for Johnson & 
Higgins, to assume a similar position 
with Squire & Co., Inc., returned this 
week to his former position with John- 
son & Higgins. 
+ + a 
Squire Co. Changes 
Squire & Co., Inc., announced this 
week several changes in the personnel 
of the office following the resignation 
of Charles Miller, who has returned to 
Johnson & Higgins. Hugo Billeter, for- 
merly a Philadelphia broker, has been 
made office manager and the placing 
will be handled by R. H. Squire and 
Robert Voorhees, who recently joined 
the staff of Squire & Co., Inc. 
. . * . 
Evers and Dixon Form Agency 
Frank Dixon, special agent for J. G. 
Simmonds & Co., Inc., and Harry J. 
Evers, manager of the fire department 
of Gilmour, Rothery & Co., have re- 
signed ‘their respective positions to 
form a Long Island City agency. They 
have been appointed agents for that 
territory of the National Liberty and 
several other fire companies which they 
expect to announce shortly. 
* * * 
Fox Succeeds Evers 


Samuel Fox, who recently joined the 
staff of Gilmour; Rothery & Co., has 
been appointed manager of the fire 
department and head placer of that 
office succeeding H. J. Evers who, as 
announced elsewhere in this issue has 
entered the agency field. 

oo - + 

Represented in Army and Navy 

A. C. Hegeman, president of E. C. 
Anderson C©o., has but two childzen. If 
he had any more they wuuld doubtless 
be in the service of Uncle Sam, doing 
their bit to the best of their ability. 
As it is his two sons are hard at it, 
one in the army, one in the navy. Alan 
K. Hegeman is a lieutenant in the 145th 
Field Artillery, Rainbow Division. He 


PRO-RATING SUBSCRIPTIONS 
How Continental Group Divided Its 
Loan—New York, Chicago and 
San Francisco 





President Henry Evans, of the Am- 
erican Eagle Fire Insurance Company, 
the Continental Insurance Company 
and Fidelity-Phenix Fire Insurance 
Company of New York upon returning 
to his desk Tuesday following a short 
vacation, announced that he had put 
in subscriptions to the Fourth Liberty 
Loan for his company aggregating $2.- 
100,000, Of this amount the Continent- 
al and Fidelity-Phenix each took $1,- 
(600,000 and the American Eagle $100,- 
O00, 

These subscriptions were granted ac- 
cording to the average bank balances 
carried in New York, Chicago and San 
Francisco at which points each of the 
companies maintains a department of- 
fice in charge of a salaried officer. Sub- 
scriptions of the three companies were 
apportioned among the above three 
Federal Reserve districts as follows: 

New York—Fidelity-Phenix, $865,000; 
Continental $850,000; American-Kagle, 
$70,000; total $1,785,000. 

Chicago-—Continental $140,000;  Fi- 
delity-Phenix, $125,000; American 
Eagle, $25,000; total $290,000. 

San Francisco—-Continental, $10,000; 
Fidelity-Phenix, $10,000: American- 
Eagle, $5,000; total $25,000. 


WHISKEY COMMITTEE HERE 

The Owensboro whiskey committee 
has been in conference with New York 
adjusters this week. 


WITH THE COLORS 
Walter L. Colville, John A. Mudie, 
R. J. Cookson, John F. Healy and Roy 
kK. Williams, of the loss department of 
the Continental, have joined the colors. 


KENZEL CO. GETS IMPERIAL 

The Imperial Assurance has appoint- 
ed The William H. Kenzel Co., New 
York suburban agent of the company. 


NEW YORK STATE DEPARTMENT 


HUMBOLDT FIRE OF PA. 


CAPITAL FIRE OF N. H. 
PERCY B. DUTTON, Manager, ROCHESTER 


TEUTONIA FIRE OF PA. 
GEORGIA HOME OF GA. 














100 William Street 


SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 
Excellent Facilities for Handling Suburban Business 


New York, N. Y. 


Phone: John 2312 






































Authorized Capital $500,000 


Brirnit National Hire 
Iusuranuce Cn. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 














207th Year 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIO DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 














Renresented at 
95 William Street, 


S.C. BISHOP Co. | 


AGENTS FOR 
NEW JERSEY 


Phone, 447 John —— 588 Elizabeth 


208 Broad Street, 
Elizabeth, N. J. 








THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com 
pany ° in yy Sonnereation of its men. 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R, EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 


EB. 8. oe Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 


too WILLIAM STREET, NEW YORK 

















307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 





PITTSBURGH, PA. 














PHILADELPHIA 











PENNSYLVANIA 


ADEQUATE CL ARENCE A. KROUSE g CO SATISFACTION 
FACILITIES LOCAL anp GENERAL AGENTS SERVICE 
ALL LINES 325 WALNUT STREET PHILADELPHIA, PA. ALL LINES 


NEW JERSEY 








B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
45 John Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 








is a graduate of Mount Pleasant Mili- 
tary Academy. He was graduated from 
the University of California as‘‘a min- 
ing engineer and is now in France. Bert 
Hegeman is ship’s quartermaster on 
the Western Chief, one of the vessels 
launched on the Pacific coast early in 
the war. Both boys went over in the 


same convoy. 





EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 


Home Office : 68 William Street 
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Viehmann Pallbearers 
Insurance Presidents 


FUNERAL SERVICES WEDNESDAY 





Notable Career of President of New 
Brunswick and New Jersey—-: 
Lawyer-Underwriter 





George A. Viehmann, president of 
the New Brunswick and New Jersey, 
president of the New Jersey Chamber 
of Commerce and former Mayor of New 
Brunswick, died at Briarcliff, New 
York, on Saturday morning last week. 
While in Chicago, where he delivered 
an able address before the Fire Under- 
writers’ Association of the Northwest, 
he became ill with grippe, but recuperat- 
ing, he decided to go to Briarcliff Lodge, 
where he went to attend the Western 
Bureau meeting, after which he intend- 
ed taking an automobile frip for a short 
vacation. Arrriving at Briarcliff, ac- 
companied by a representative of his 
Chicago office, his condition took a turn 
for the worse, pneumonia setting in, 
and he died, Mrs. Viehmann being at 
his bedside. 

Adviser of H. H. Rogers 

The death of Mr. Viehmann was a 
shock to underwriters, because until 
his last illness he was in vigorous 
health. For a man who had been in 
fire insurance for only a few years the 
impression he made was deep, not only 
because of his vigor, originality, broad 
views and determined personality, but 
also because of his success. A gzasp 
of insurance questions that was quick 
and sure caused many people to believe 
that had he lived he would have been 
a dominant figure in the underwriting 
world. 

Mr. Viehmann was eighteen years old 
when he was graduated from Rutgers 
College with mathematical honors. His 
first job was that of civil engineer; 
next he became a traveling salesman 
for a pearl button concern, in which 
vapacity he picked up a lot of that 
knowledge of human nature which al- 
ways distinguished him. After study- 
ing law he hung out a shingle and as a 
young practicing attorney attracted the 
attention of the late Henry H. Rogers, 
Standard Oil magnate, whose personal 
adviser he became. His first connec- 
tion with insurance was as an assist- 
ant attorney of the American Surety 
Company. Later, the National Surety 
hired him as its chief attorney, a posi- 
tion he resigned to go into private 
practice, devoting himself largely to 
surrogate work. [It was at this period 
of his career that “Dick” Croker, Tam- 
many chieftain, sent “Larry” Delmore, 
one of his lieutenants, over to see Mr. 
Viehmann, the message being that if 
the latter moved from New Brunswick 
to New York City the chief would have 
him appointed on the Supreme Court 
bench. It was a hard thing to resis® 
but he did it, preferring to Tive in the 
smaller town. 

Early Experience With the New 

Brunswick 

In 1903 Mr. Viehmann had a chance 
to get control of the New Brunswick. 
It was an old company, incorporated 
in 1826, had been continuously in bus- 
iness, and stood well locally. Assets at 
the time were only $50,000; surplus 
$25,000. He thought that with more 
up-to-date management, something could 
be done with a compeny as old as “he 
New Brunswick, and the control passed 
to him. 

It wasn’t very long before he began 
to wonder if it did not take some kind 
of a divinely-sparked genius to steer a 
five insurance Company safely over the 


shoals because at the start he dabbled 
in surplus line business (a popula> 
practice at the time), and the educa- 
tion he got was: liberal and compiste. 
This educational experience lasted 
about three years when he realized 
that the path to success in fire insur- 
ance management was easier to navi- 

















GEORGE A. VIEHMANN 


gate along the regular agency channels. 
He increased the company’s capital 
sufficiently to enable him to enter sev- 
eral states, securing such representa- 
tive agencies as W. I. terrin in New 
York, and the old George L. Carpen- 
fer agency in Boston. Unfortunately, 
one state the company entered was 
California, and a few days after doing 
so the San Francisco fire came along 
and handed him a neat little loss of 
$167,000. Personal courage and indom- 
itable will kept him from quitting 


at this juncture. Instead, he paid 
losses promptly, put more money intv 
the institution, and buiit up the com- 
pany until at the time of his death it 
is paying 14 per cent. dividends and 
has a surplus to policyholders of about 
$800,000. 

Having safely built up the New 
Brunswick he decided to accept the 
presidency of the New Jersey Five, 
when the directors of that company 
offered him the job. Probably, the 
name attracted him as much as any- 
thing else. State pride was strong in 
him and he loved everything having 
the New Jersey stamp. This was in 
Apvil, 1915. He completely changed 
the underwriting policy of that com- 
pany, gathered about him a good staff, 
and it has been making good progress 
ever since. Organization was Mr. Vieh- 
mann’s long suit. 

During the last few years many 
propositions ‘were presented to Mr. 
Viehmann by other insurance interests, 
but all of these he declined until last 
winter, when he became vice-president 
of C. P. Stewart & Co., Ltd., United 
States managers of the United British. 
M~. Stewart is a director in the New 
Jersey. Gresham Ennis also became 
a vice-president of C. P. Stewart & Co., 
Ltd., at the same time that Mr. Vieh- 
mann made this affiliation. Mr. Ennis, 
by the way, was the right hand man 
of Mr. Viehmann until he died. Their 
connection began ten years ago, and 
was one of the most intimate combina- 
tions in the business. Before that time 
Mr. Ennis, trained by Bononi Lock- 
wood, had been with the Insurance 
Company of North America. He is an 
unusually good underwriter. 

Working Every Day In Two Cities 

Many interesting stories are told of 
Mr. Viehmann’s personality. No insur- 
ance man worked any harder. Every 
morning at 8 o’clock he arrived at his 
office in New Brunswick, but before 1: 
o’clock was at his office- in Newark. 
Before 5 o’clock he was back in his 
New Brunswick office This routine 
continued every day except Saturdays, 
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when he attended to his real estute"and 
financial business, some of his con- 
nections “being president 6! the Mid- 
dlesex Title Guarantee & Trust Com- 
pany, and a director in the Perth Am- 
boy Trust Company and Federal Trust 
Company. He took an active interest 
in polities, and was a chairman of the 
Democratic State Convention in 1908. 
As Mayor of New Brunswick he ele 
vated the city’s tracks and made many 
other improvements. ' 

The funeral Wednesday was at hia 
country estate Overlook, between New 
Brunswick and Bound Brook, where he 
devoted himself to fasming and to the 
breeding of poultry: Among the pall- 
bearers were Presidents Bailey, Amer- 
ican; Dunham Fireman's; Haynes, 
Newark; and Feigenspan, Commercial 
Casualty. 


Tributes From Presidents of Four New 
Jersey Companies 


In discussing the late Mr. Viehmann 
this week President Baile y, of the Am- 
evican, said to The Eastern Under. 
writer: 

“He was an indefatigable worker and 
a man of high character and ideais. 
He made a record in fire insurance of 
which he could well be proud, while his 
work with the State Chamber of Com. 
merce will make it difficult to find some 
ene to take up the reins he lays down.” 

E. J. Haynes, president of the New. 
avk Fire, said: “Mr. Viehmann was a 
etrong character, perfectly sincere and 
natural, and a fine judge of men. His 
work in building up the New Bruns- 
wick, distinctly of a creative quality 
showed his caliber.” "s 

D. H. Dunham, president of the Fire 
men's, said: “I have always highly re 
spected Mr. Viehmann, who was one 
of the hardest workers I have known, 
and who was exceptional in many re- 
spects. He made his mark as a young 
man, and kept adding to his achieve- 
ments.” 

Christian Feigenspan, president of 
the Commercial Casualty and the Fed 
eral Trust Co., said: 

“Mr. Viehmann was a valuable di- 
rector of the Federal Trust GCo., and 
his death is deeply mourned. His ad- 
vice was always helpful, and it was 
generally recognized in this state that 
his success was won on the score of 
merit alone.” 


GET CONTINENTAL MEDALS 


Nine More Agents In New York State 
Who Have Seen 25 Years’ Service 
With Company 


The following additional Continental 
agents in New York State have been 
awarded the twenty-five years’ long 
service medal for the year 1918: 

Charles H. Hobbs, Nineveh, N. Y.; 
J. Watson Burrows, Ripley, N. Y.; M 
V. B. Schryver, Rhinebeck, N. Y.; Jas 
A. Hayes, Amsterdam, N. Y.; H. E 
Colwell, New Rochelle, N. Y.; J. Edw. 
Poole, Albany, N. Y.; Frank A. Alger, 
Alden, N. Y.; John H. Perry, West 
Henrietta, N. Y.; P. S. Humphrey, 
Tonawanda, N. Y. 

It is interesting to note that when 
these gentlemen were appointed agents 
of the Continental the capital of the 
company was $1,000,000, total assets 
$6,433,171, and the net surplus $1,576,- 
595, as compared with the close of 1917 
with a capital of $10,000,000, total as- 
sets $35,866,635, and net surplus $12,- 
050,702 


SERVICE FLAG SUGGESTION 


Those who contemplate preparing or 
rearranging service flags would do well 
to note the agreeable effect of grouping 
the stars on the blue field instead of 
arranging them, as has been usual, in 
rows A flag arranged in this grouped 
style may. be seen in the office of the 
New York Underwriters’ Agency at 100 
William street. 
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Government May 
Adjust All Losses 


EXPLOSION CLAIMS TO BE PAID 


Companies Reach Agreement on Small 
Losses in New Jersey—Will 
Take Subrogation 


While the companies interested in 
the explosion insurance losses grow- 
ing out of the Morgan disaster in New 
Jersey have unanimously decided to 
pay all losses under $100, it is noted 
that the Government is considering 
making an appropriation to meet these 
losses and the carriers are advised to 
inform themselves whether or not these 
payments by the Government wouid 
cover all the losses, thus making un- 
recessary the assumption of any obliga- 
tions by the companies. 

When the company representatives 
met this week it was unanimously 
voted to adopt the report of the sub- 
committee which was in effect that 
there can be no question that the com- 
panies are not legally liable for losses 
under $100. As a matter of expediency 
it was recommended that the com- 
panies be permitted to settle their 
losses at their discretion but that if 
such claims were recognized the pay- 
ments be made upon an ex gratia basis. 

Carelessness Charged 

“It was further recommended that the 
companies be advised to take subroga- 
tion where payments exceed $100. Sev- 
eral company agents have represen‘ed 
that there was considerable carelese- 
ness at the Gillespie plant. Where ex 
gratia payments are made no subroga- 
tion rights would accrue to the com- 
panies, because such payments would 
constitute a voluntary act on their part, 
there being no legal liability for such 
claims. Also, that care be exercised 
to ascertain, first, that all plate glass 
insurance is exhausted before the ex- 
plosion policies come in for any con- 
tribution. 

Views Divergent 

The companies have placed them- 
selves in a strong position regarding 
these adjustments by proposing to pay 
losses under $100. At the loss com- 
mittee meeting there was considerable 
difference of opinion as to just what 
should be done. Some thought that the 
whole matter should be held in abey- 
ance until it shall be known what 
course the Government may take. The 
most extreme view was that the ex- 
plosion policy is not intended to cover 
these losses by concussion. 

Before the meeting some companies 
were committed to pay the small losses, 
as their agents had pressed hard for 
a prompt decision as to what course 
should be taken and those companies 
had reached an agreement with their 
agents. It is also believed that some 
adjusters went ahead and settled, dis- 
regarding the $100 clause, not being 
used to it in their business of fire in- 
surance. 

The standard fire policy is the crea- 
tion of the State and the explosion pol- 
icy is the product of the companies. 
If these small losses were handled in 
strict accordance with the terms of 
the contract it might well be asked by 
the assured, why does the company pay 
losses under one policy and not under 
the other,’ both fire and explosion in- 


surance being issued by the same car- 
riers under exactly the same manage- 
ment. 

If the 
there is 


Government pays the losses 
possibility of the same loss 
being paid twice. There is also the 
likelihood that the Government would 
estimate losses at a much higher figure 
than the companies which have had 
more experience in that work and have 
always found it necessary to be care. 
ful in the expenditure of their funds. 


High Rate Protects Company 

When the $100 limitation clause was 
framed the carriers had their minds 
centered primarily upon the large: 
risks, manufacturing establishments, 
churches, hotels, theaters, ete. That 
the cover would be used extensively to 
protect dwellings was not at first con- 
templated. At the same time the con- 
tingency of a number of small losses 
presented itself and, acting on expevi- 
ence gained under the tornado policy. 
and the fact that there was a differen- 
tiation in the minds of underwriters 
as to direct explosion loss and concus- 
sion loss, the $100 limitation was _ in- 
serted in the contract. In tornado in- 
surance some companies have found it 
advisable not to use a limitation clause, 
except in Southern territory. 

The Government inspection has been 
done in a thorough manner and the be- 
lief is strong that the authorities at 
Washington intend to make good all 
this loss, very much as was done at 
Halifax, when the Dominion and the 
British governments each contributed 
$5,000,000 and about $3,000,000 was con- 
tributed to make good the damage 
there. 


MR. AND MRS. I. B. WOOLMAN DIE 
Former A Special of Franklin and Son 
of Phoenix of Hartford Field 
Representative 

Field men in the Middle Department 
were shocked when they read the death 
notices in a Philadelphia paper a few 
days ago and came across these items: 

Woolman.—Oct. 10, of pneumonia, 
149 W. Louden St., Gtn., Bessie, wife 
of Irvin B. Woolman and daughter of 


Wm. and Emma Burton Meyers, aged 
31. Services and int. private, Mon. 2 
P. M. 

Woolman.—Oct. 10, of pneumonia, 


Irvin B., husband of late Bessie Meyers 
Woolman and son of Howard B. and 
Marie Voss Woolman, aged 30. Serv- 
ices and int. private, Mon. 2 P. M. 
Irvin B. Woolman was the son of 
Howard B. Woolman, special agent of 
the Phoenix of Hartford, and until his 
death was special agent of the Frank- 
lin for New Jersey. He was a popular 
young man with his fellow specials, 
and was highly regarded by agents. 


_-— -.- 


MURTHA WITH OVERSEAS 

Andrew Muctha, for a long term of 
years underwriter for Talbot, Bird & 
Co., marine agents of the Aetna In- 
surance Co., resigned this week and 
has joined the Overseas Underwriting 
Agency, Inc., where he will act in the 
capacity of underwrite>. The Overseas 
Underwriting Agency, Inc., operate the 
marine departments here of the Nation- 
al, of Hartford, and the Northwestern 
National, of Milwaukee. 





ANTNA (Fire) 


HARTFORD, CONN., U.S 
@aF Choose your company with regard 
to record in past conflagration= aud 
present loss paying ability. 

















THE AIRPLANE 


—is the military eagle, aptly termed 
the Eyes of the Army. Rising above 
and before the battle line, it watches 
for coming attacks. 

FIRE gives no warning of its coming. 
No eye can see where it. will strike next. 


ADEQUATE Insurance is the airplane 
of protection. Use foresight instead of 
actual vision. Let the 


AMERICAN EAGLE 


Fire Insurance Company of New York 
begin today to protect you against loss by fire. 


Cash Capital .ONE MILLION DOLLARS 
HENRY EVANS, President 


Home Office 
MAIDEN LANE 
NEW YORK 
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Managing Branch Offices, 
SAN FRANCISCO, 
CHICAGO 
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STRENGTH 





HENRY J. HOUGE, J. H. VREELAND . 
Assistant Secretaries 





INTEGRITY SERVICE 







A Broad Underwriting Service to Agents 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, ete. 
Works in Harmony with American Agency Principles and Practices 





—— 
Wie ach Ae i 


JAMES HF. BREWSTER. Mer 
Hartford, Conn. 


AMERICAN MERCHANT MARINE 


INSURANCE COMPANY 
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THE CENTRE OF MARINE INSURANCE 
IN THE UNITED STATES 














WADE RoBISNON & CO., inc. 


MANAGERS we ae 


Merchant Marine House New York City 
South William and Beaver Streets 
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Orleans, La.; PACIFIC COAST, Jas. 











McKee Sherrard, Assistant Managers. 


INSURANCE CO., LTD., 
THE YORKSHIRE © vor, excrann 
Established 1824 


FIRE, LIGHTNING, SPRINKLER LEAKAGE, AUTOMOBILE, WAR 
AND EXPLOSION INSURANCE 
U. S. BRANCH 
FRANK & DUBOIS, United States Managers 
No. 8 Maiden Lane, New York 


New York Life Insurance & Trust Co., U. S. Trustee, No. 52 Wall St., New York 
Be ty yt MAN AGERS—METROPOLITAN Willard *. aeepe & "Co., New York, 
; CAROLINA-VIRGINIA, Harry R. Bush, ; 
RS & Turner, Atlanta, Ga.; LOUISIANA and MISSI SSiPri: Jas. B. Ross, New 
C. Johnston, San Francisco, Cal.; 


ERNEST B. BOYD, Underwriting Manager 


Y 
reensboro, SOUTHEASTERN, 


McClure Kelly and 








Heads Company He 
Joined As Office Boy 


Cc. W. BAILEY’S LONG SERVICE 


Forty-two Years With American of 
Newark—How He Got 
First Job 


C. W. Bailey, ue was elected presi- 
dent of the American of Newark last 
week, belongs to that select group of 
chief insurance executives who have 
gone up from office boy to president. 





C. W. BAILEY 


For forty-two years he has been going 
daily, Sunday excluded, to the offices 
of the American Insurance Company 
of Newark. He never knew any other 
taskmaster, and his loyalty has been 
rewarded by the highest gift in the 
company. 

To some friends who had called to 
congratulate him this week Mr. Bailey 
told how he happened to go with the 
American. Stephen G. Gould, who was 
president of the company, needed a 
boy, and discussed the fact with C. 
W. Bailey’s father, George H. Bailey, 
a hydraulic engineer who built the 
first waterworks in Newark. 

“See Mrs. Bailey,” said the latter. 
Mr. Gould went to the Bailey home 
and told the mother of C. W. that he 
wanted her son to work for the Amer- 
ican. When the youth came home he 


WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


States from 1874 to 1917, 

SRERINUD. cnapscenscccscsestes 43,294,154.63 
Fire, Marine, Explosion 
and Tornado Insurance 
UNITED STATES BRANCH 

January 1, 1918 
DAGINE. ' ccccninnverwirserensmenee $4,194,579.34 
Surplus in United States...... 1,667 ,691.69 
Total Losses Paid in United 


W. B. MEIKLE, President 











was informed of the new job waiting 
him. The prospect of working for an 
insurance company appealed and he 
started in December. Not a cent of 
salary did he get for weeks, the honor 
of employment being regarded as quite 
enough, but one day in February the 
president called him into the office, and 
filled his pocket with $5 gold pieces, 
one for each week he had worked. 
Krom then on the ghost walked regu- 
larly. 
One of Force of Eleven 


When Mr. Bailey began with the 
American there were eleven people in 
the office, and the premium income 
was about $200,000 a year. The Com- 
pany had formerly been the American 
Mutual Fire & Marine, but went on 
the stock basis in 1871. All daily re- 
ports were examined by President 
yould, Colonel Harris, the secretary; 
and P. L. Hoadley, who later became 
president, being taken into a back room 
for that purpose. The examination of 
these daily reports was a solemn func- 
tion as underwriters in those days had 
to be particularly careful, their re 
sources not being so large. As time 
went on the business of passing on 


CHAS @. POST, U. S. Mgr. 





Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


R. C. CHRISTOPHER, Asst. U. S$. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








these daily reports and mapping it was 
Mr. Bailey’s exclusive task. This con- 
tinued for some time: and then the 
handling of the agency correspondence 
became one of his duties. As the years 
went by the company grew and Mr. 
Bailey grew With the company—first as 
assistant secretary; then secretary; 
then vice-president; and finally presi- 
dent. 


A unique feature of Mr. Bailey’s in- 
surance experience is that he never 
has been a field man. His work has 
always been conscientious, the good, 
old-fashioned, always-on-the-job plug- 
ging that gets there. There will be 
no change in the policy of the Com- 
pany, following the election of Mr. 
Bailey. The American has always been 
a conservative, well-managed company, 
which developed its business as gen- 
eral conditions required. It has been 
writing marine insurance for about a 
year, and its charter has been amended 
to permit it to write a broad coverage, 
if it so desires. 

The vice-president of the American 
is W. E. Stewart, who before his elec- 
tion last February, was well known in 
Newark banking circles. 





Great American 
Susurance Company 


New Pork 


INCORPORATED - 1872 


PAID FOR LOSSES 


$96,971,238.06 | 








Western Department 
WALTER H. SAGE, Gen’! Mer. 
INGRAM & LERCH, Managers 
76 West Monroe St., Chicago, Il. 


Boston Office 
ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 











STATEMENT, JANUARY IST 19186, 


CAPITAL | 
$2,000,000.00 
| 


RESERVE FOR ALL OTHER LIABILITIES 


12,927,269.9 f 


NET SURPLUS 


8,527.7 
23,454,989.22 


THE SECURITIES OF THE COMPANY ARE BASED 

UPON ACTUAL VALUES ON DECEMBER 3istT, 1917 
HAD THE SECURITIES BEEN TAKEN AT THE VALUES | 
AUTHORIZED BY THE NATIONAL CONVENTION OF STATE | 
INSURANCE COMMISSIONERS THE ASSETS AND SURPLUS 
WOULD EACH BE INCREASED BY $2,321,032.00 


Home Office, One Liberty Street 
New York City 


719.31 | 


Pacific Department 
GEORGE H. TYSON, Gen’l Agent 
210 Sansome Street 
San Frawcisco, Califoruia 


Marine Department 
‘WM. H. McGEE & CO., Gen’l Agts. 
15 William Street, New York City 














Awaiting Reports On 
Big Lumber Fire 


FEW WIRES RECEIVED HERE 
Many Adjusters Now on the Ground— 
New York Underwriters’ Agency 


Gets Cloquet Wire 


Information about the big forest fire 
loss, which destroyed several cities and 
cost the life of August J. Frey, a prom- 
inent Duluth agent, was slow in reach- 
ing New York, underwriters depending 
as much as possible for information 
on newspaper reports. The adjusters 
will be Western men. Most of the 
general adjusters of prominent com- 
panies in New York had not received 
a line of direct information of any kind 
by wire up to Wednesday night. 


First Wire Received 


The New York Underwriters’ Agency 
was the first company in this city to 
hear from a representative at the 
burned district. Its Duluth man after 
a visit to Cloquet by automobile wired: 

“Visited Cloquet yesterday. ontire 
city south of tracks destroyed. Not 
one building standing. Northern Lum- 
ber, three yards, two sawmills and 
planer totally destroyed. Cloquet Lum 
ber Co. north and south yards and 
planer destroyed. Cloquet risks not 
burned are Johnson-Wentworth plant, 
Cloquet Lumber Co., two sawmills and 
water power plant, Dunlap yard and 
East yard, box factory, paper mill and 
toothpick factory. Two Harbors and 
Rangetown safe. Mooselake destroyed.” 

The value of lumber at Cloquet has 
been estimated at $65,000,000 in addi 
tion to the plants. The Northwestern 
Paper Company's plant was a sprink- 
lered risk, $1,250,000 insurance carried 
in Western F.LA. 

The “Journal of Commerce” says 
that gross losses were extra heavy, and 
quotes the gross loss of one company 
at $350,000, although it is too early yet 
to give authentic loss figures. 





H. KRAMER 
ADJUSTER 
FOR INSURANCE COMPANIES 
105 William Street, New York City 














National Liberty 


INSURANCE COMPANY 
OF AMERICA 


NEW YORK 


Incorporated Under the Laws of the 
State of New York in 1859 








Statement, January 1, 1918 
Cash Capital $1,000,000.00 
Assets 8,209,763.64 
) 5,223,031.71 
1,986,731.93 


Net Surplus .. 


Surplus for Policy 
Holders 2,986,731.93 
HEAD OFFICE 


62 WILLIAM STREET, NEW YORE 
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William Hare Heads 
Eastern Conference 


AUTOMOBILE COMMISSION RULES 


Agency Matters Take Up Much Time 
of Committees With Questions 
Much Unsettled 


It was pointed out by the executive 
committee of the Eastern Automobile 
Underwriters’ Conference, at its annual 
meeting, that the most serious prob- 
lems which have arisen during the year, 
and those which occupied the largest 
amount of time and attention, are con- 
gerned with one phase or another of 
the commission and state agency ques- 
tion. That this should be the case is 
not surprising in view of the novel 
character of the antomobile business 
and the great amount of adjustment 
which has had to be gone through be- 
fore the transaction of it could be fitted 
harmoniously to the agency situation 
wheh had grown up to fit other branch- 
es of the business differing in impor- 
tant respects from that of automobile. 

One General Problem 

Specific instances may be cited, as 
a new commission rule adopted for the 
New York Metropolitan district, the 
deletion of Binghamton from the list 
of excepted cities and the attempted 
solution of the troublesome situation 
which has arisen in Philadelphia and 
which is now in the hands of a special 
committee. These instances, says the 
committee, can scarcely be treated as 
separate and independent problems. 
They are part and parcel of the general 
problem, namely, the working out of 
a practicable basis of living, as far as 
commissions are concerned, for the 
various elements involved under the 
circumstances of a new and specialized 
form of business. The solution of this 
broad problem is essentially a national 
question and the committee simply calls 
attention to the endeavors which the 
National Conference is making in this 
direction and to the proposed commis- 
sion rule, now before all companies 
for their consideration. 

Result of Election 

Officers for the year were elected 
as follows: 

President--William Hare, Norwich 
Union. 

Vice-President—-C. C. Smith, Great 
American. 






San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 








U. S. Cash Assets, Dec. 31, 1917 
Surplus - - - - 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 

1904 - 








Secretary-Treasurer—W. A. Hamil- 
ton, Chubb & Son. 

Executive Committee--B. M. Culver, 
Niagara; C. M. Martindale, Home; G. 
F. Kern, Royal; T. A. Kruse, United 
States Lloyds; S. G. Wright, H. K. 
Fowler's office: Z. L. Hoover, Great 
American; Roderick O’Connor, Cale 


40 CLINTON STREET | 
NEWARE 
Phone Market 6536 


SERVICE 


JAMES H. EPWORTH 
NEW JERSEY FIRE INSURANCE SPECIALIST 
NEWARK AND SUBURBAN NEW JERSEY TERRITORY 


80 MAIDEN LANE 
NEW YORE 








FIRST Phone John 4560 








donian; J. F. Hollerith, Continental; 





EK. C. Cary, L. & L. &’G. 





Delegates to the National Conference: 
Fk. W. Day, Royal; W. M. Ballard, Com- 
mercial Union; B. M. Culver, Niagara; 
W. A. Hamilton, Chubb & Son; D. F. 
Cox, Appleton & Cox; E. W. West, 
Glens Falls. 

The nominating committee was com- 
posed of Douglas F. Cox, H. R. Clough 
and William Hare. 

The special committee on the Phila- 
delphia situation expects to visit that 
city egein next Monday. 





United States Branch 


The noon Liberty Loan meeting of 
the City Insurance Club on Tuesday 


92 William Street, New York 


INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 
RICHARD D. HARVEY 


United States Manager 

















netted more than $100,000. 








F. H. HAWLEY, Pres. 








ORGANIZED 1848 


AN AGENTS COMPANY 





E. K. SCHULTZ & CO. 
PHILADELPHIA 


GENERAL AGENT 


Pennsylvania, New Jersey and New York 


W. E. HAINES, Secy. 


¢ Ohio's Oldest and Strongest Company 


Net Surplus Over $1,293,741.00 










$16,153,068.57 





GENERAL AGENTS 


HOME OFFICE 


SCRANTON, PA. — 


JAMES J. BOLAND COMPANY, Inc. 


68 WILLIAM STREET 


NEW YORK CITY, N. Y. 


NEW YORK NATIONAL INS. CO. 
THE COLUMBIAN NATIONAL FIRE INS.CO. MONTANA FIRE INS. CO. 
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4,793,978.55 
3,239,491.00 
1,427,290.00 


1,051,543.00 











Over $155,000,000.00 


Losses Paid in the United States 


HENRY W. EATON, Manager 
HUGH R. LOUDON, Deputy Manager 


J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 





NEW YORK OFFICE 
80 William Street 























Head Offices: 


JONES, LAUNT & BARRETT, Inc., GENERAL AGENTS 


411-13 Walnut Street, PHILADELPHIA, PA. 


throughout the United States and Canada. 


We can offer to Agents and Brokers special facilities on surplus lines 
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MARINE DEPARTMENT 








U. S. Government Assuming Marine Risks on 
Cargoes Shipped by Coastwise Lines Under 
U. §. Government Railroad Control 


There appeared an article in the 
“Journal of Commerce” last week, in 
whieh was an.explanation why the Gov- 
ernment assumed the risk of marine 
insurance on all shipments made by 
coastwise lines of steazners, and there- 
by deprived American marine insu:- 
ance companies of receiving an income 
which they have received for many 
years past, and which business was 
practically written exclusively by Am- 
erican companies. 

The explanation given was that a 
great many shipments which are being 
billed by all rail routes are diverted to 
water lines, and if the shippers were 
net advised of such deviation they 
would not have a chance to protect 
themselves by marine insurance, and 
in order to prevent such contingencies, 
it would be more advisable for the Gov- 
ernment to assume the marine risk on 
all shipments, to prevent the merchant 
from going uninsured. 

This excuse dces not seem to be a 
logical explanation for depriving the 
American insurance companies of bus- 


iness which they have enjoyed for a 
great many years past, and which they 
ought to enjoy today, and the condi- 
tion cited hag exisied for years past, 
and is nothing new. Any number of 
railroad companies in the past have 
issued all rail bills of lading for ship- 
ments, and have diverted them to wa- 
ter routes. In doing this, they recog- 
nized their legal responsibility for any 
damage which could come to the mer- 
chandise while waterborne, and have 
protected themselves with marine in- 
surance, and have paid the shippers 
any loss which was occasioned by ma- 
rine perils, and which would be recov- 
evable under a policy of insurance held 
by the shipper. 

Therefore, when the railroad com- 
panies issue an all rail bill of lading, 
there is no reason why they should not 
recognize their legal obligation when 
they divert the same to water routes, 
by assuming the marine risk and com- 
pensating the shippers for any loss 
occasioned by marine perils, the same 
as the railroads have done for a great 
many years past, and this deviation 
from rail to water routes should not 
be made an excuse for assuming ma- 
rine risk on shipments made by wa:er 
routes. 


OBSERVER. 








Marine Club 
Elects Officers 


HENDON CHUBB ON WAR RISK 
First Fall Meeting Has Large Attend- 
ance—W. H. Young is President, 
J. V. Lane, Secretary 





The first fall meeting of the Marine 
Insurance Club was held on Monday 
at the Waldorf-Astoria and was excep- 
tionally well attended. 

William H. Young, of W. H. Young 
& Co., was elected president. The 
other officers elected are E. W. S. 
Morren, Whist & Co., vice-president; 
George W. Owens, marine underwriter 
of the Globe & Rutgers, second vice- 
president; Jos. V. Lane, F. H. Price 
& Co., re-elected secretary; A. J. Man- 
uel, Block Earl & Manuel, treasurer; 
and ©. Steendal, Northern Underwviter- 
ing Agency, treasurer. 

The directors elected are the offi- 
cers of the Club and John Keegan, 
Johnson & Higgins; A. P. Murtha, un- 
derwriter of Talbot, Bird & Co.; T. A. 
Allen, Chubb & Son; and D. Roger 
Englar, of Harrington, Bingham & 
Englar, who was president of the Club 
last year. 

Following .the election of officers, 
Mr. Morren made a plea for funds for 
the welfare committee’s work, of which 
he is chairman, and succeeded in rais- 
ing $800 through voluntary contribu- 
tions at the meeting. A large sum 
was also raised for the ‘tiberty Loan. 

Hendon Chubb, of Chubb & Sons, and 
insurance adviser of the Shipping 
Board, was the speaker of the evening. 


His subject was “Marine Insurance 
Against War Risks.” 

Mr. Chubb reviewed the changes in 
the business which have resulted from 
war conditions and summarized the 
present situation as follows: 

“In conclusion, I wish to summarize 
the situation which the war risk under- 
writer has to face at the present time, 
as against that which confronted him 
in the early days of the war. For the 
reasons before given, the considerations 
which guided him have been reduced. 
This does not mean that the dangers 
of the business have been reduced but 
it means that the knowledge of inter- 
national law, contraband lists, block- 
ade notices, etc., have little real weight 
in considering risks at the present 
time. The present underwriting is 
based almost solely on a judgment of 
the naval situation as it exists at the 
time and as it may be changed during 
the currency of the voyage. Outside 
the submarine zone it depends almost 
altogether upon the existence or pos- 
sibility of German raiders, submarines 
or cruisers, and on voyages to the sub- 
marine zone depends principally upon 
an estimate of the decreased or in- 
creased effectiveness of the submarines, 
but coupled with this must always be 
the consideration of the possibility of 
the Central Powers introducing a num- 
ber of large cruisers on the transatlan- 
tic lanes. Now, I think there is little 
doubt but that this could be done and 
that the consequent destruction would 
be enormous.” 





WRIGHT VISITS FRIENDS HERE 

S. E. Wright, formerly cashier of the 
metropolitan office of the General Ac- 
cident, who enlisted early in the war 
in the Canadian army, visited William 
Street this week. Mr. Wright was 
severely wounded before reaching the 
trenches and is still receiving _treat- 
ment at a Canadian hospital. While 
erecting a barrack in England a ma- 
chine saw took three fingers: off his 
left hand and paralyzed the arm. 
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Munition Making 
Now Classified 


DATA 





EXPLOSIVES INDUSTRY 
Compensation Underwriters to Be Fur- 
nished With Much Valuable Infor- 
mation About Risks 





Compensation underwriters will soon 
have before them in Manual form the 
first set of classifications and rates 
prepared in this country for insurance 
purposes, embracing explosives and 
munitions manufacturing industries. 
This is the work of a special committee 
of the National Workmen’s Compensa- 
tion Service Bureau and the governing 
committee of the New Jersey bureau. 
Croup I, which is presented here, re- 
lates particularly to charging and load- 
ing and to general munitions. Group II 


relates to manufacturing operations 


proper. With each classification the 
relative hazard factor will be given. 
‘xplanatory notes also will be given 


by the Bureau indicating the scope of 
the classifications in Group II, 


Group I 


Shell charging and loading 
starch, picric acid and amatol) 
manufacture of explosives. 

Shell charging and loading (shrapnel)—ex 
cluding the manufacturing of explosives 


(T.N.T. nitro 
excluding the 


Sbell and shell case assembling (completed 
rounds), with or without the loading of sheli 
case—excluding the manufacture of explosives 

Fuse, detonator and booster loading or as 


operations involving 
fulminate o: 


sembling—excluding any 
the manufacture or use of 
fulminate mixtures. 

Oap, primer and detonator loading 
involve the use of loose fulminate or 
sulphide mixtures, but excluding the 
facture of explosives. 

Cartridge manufacturing—charging and load 
ing—all operations involving the handling of 
explosives, including the mixing of fulminate, 

Propelling charge preparation—filling bags 
with black powder—no manufacturing — of 
explosives. 

Shell, rocket and signal light manufacturing 
(for illuminating and _ signalling purposes) 
excluding the manufacture of high explosives 

This space is reserved for a classification to 
cover the loading of gas shells of various ce 
scriptions. The clwssification is being pre 
pared by a special committee and will be avail 
able shortly. 


loose 


operations 
antimony 
manu 


Group II 

T.N.T. manufacturing—with or without the 
mixing of acids and the recovery and fortifica 
tion of spent acid (no acid manufacturing.) 

Fulminate manufacturing—no drying of ful 
minate or mixing of primer compounds—(no 
acid manufacturing.) 

Nitro-glycerine, explosive gelatine and dyna 
mite manufacturing—with or without the mix 
ing of acids and the recovery and fortification 
of spent acid (no acid manufacturing.) 

Picric acid manufacturing—with or with 
out the mixing of acids and the recovery 
and fortification of spent acid (no acid manu 
facturing.) 

Tetry! manufacturing 
mixing of acids and. the 
tion of spent acid (no acid 

Nitro starch manufacturing 
the mixing of acids and the 
tification of spent acids 
fectr-ing.) 

Nitrate of ammonia 
without mixing of acids 
fortification of spent acids 
facturing.) 

Smokeless powder manufacturing 
-no nitrating of cotton, 

Smokeless powder manufacturing 
base—no nitrating of cotton. 

Gun cotton manufacturing—with or without 
the mixing of acids and the recovery and 
fortification of spent acid (no acid manufac 
turing—and no drying of gun cotton) 


with or without the 
recovery and fortifica 
manutacturing.) 
with or without 
recoverv and for 
(no acid manu 


manufacturing—with or 
and the recovery and 
(no acid manu 


single base 


double 





Black powder manufacturing—including the 
manufacturing of mixtures in. which black 
powder is the principal ingredient. 

TRAVELERS PROMOTIONS 

L. Eastman Sawyer, Harry L. Pad- 

dock and Wellington Potter, of the 


Travelers, have been promoted to the 
rank of agency assistant. to assistant 
superintendent of agencies. All have 
been members of Major Giddings’ home 
office staff. Clifford L. Waite has been 
promoted to’ field assistant. 


TO MEET IN NEW YORK 
Both the Casualty Agents’ Association 
and The Federation Call Off Atlantic 
City poems 

The annual conventions of the Na- 
tional Association of Casualty and 
Surety Agents and the Insurance Fed- 
eration have called off their Atlantic 
City conventions which were to have 


been held on October 28-9. Instead, 
they will meet in New York City in 
December. 


The influenza epidemic 
sible for this change of dates 
tion. 

The Southern Industrial Insurers’ con- 
ference has also been postponed. 


was respon- 
and loca- 


NO DECISION REACHED 


Plate Glass Men Claim There Was 
Premature Announcement of Ex- 
plosion Agreement 


In plate glass insurance circles it is 
denied that, as announced in a news- 
paper, any decision has been reached 
by the companies as to a change in 
the policy form respecting explosion 
hazard as experienced recently in New 
Jersey. This was one of the principal 
subjects discussed this week and there 
was no unanimity of opinion as to how 
it should be handled. Some are in 
favor of using endorsements and get- 
ting an extra premium for the addi- 
tional cover. Others purpose using 
pink slips. Some feel that such hazards 
as that in New Jersey are just what 
the assured wishes to be protected 
against and that in view of the many 
recent increases in plate glass insur- 
ance rates there is need for the most 
eareful consideration of any proposal 
designed to curtail the cover or increase 
the cost. 

Government agents are making a sur- 
vey of losses and Congress may be 
asked for an appropriation to pay them. 


TRYING TO EXPLAIN 





An effort is being made to explain 
the assertion that among the compa- 
nies doing industrial accident and 


health business, the claims are less in 
number than formerly, but the amount 


paid per claim was higher. One ex- 
planation given is that the working 
class is receiving more wages than 


ever before, and consequently will not 
lay off for trivial injuries or slight ill- 
nesses. On the other hand, among the 
companies doing a commercial business 
the claim ratio seems higher, and the 
number of claims more than ordinary. 
The reason for this is hard to explain, 
except possibly that the business men 
carry a larger amount of insurance and 
‘an afford to indulge in the luxury of 
giving up business in case of slight 
injuries. It may also be accounted for 
because of the great increase in death 
claims caused by automobile accidents. 
The fact that the death rate from this 
cause has more than ttrebled since 1911 
may have something to do with it. 
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Tests of Reserve 
Adequacy Shown 


COMPENSATION RISK RESULTS 
New York Department Submits Figures 
for Mutual Companies Based 


on Losses 





Casualty actuaries, statisticians and 
others concerned with the computation 
of reserves on compensation business 
will be interested in that portion of the 
annual report of the New York Depart- 
ment dealing with Table IX, having to 
do with workmen’s compensation in- 
surance. Relative to Part 3 and Part 
4 of the table the report says: 

“Part 3—This is a comparison of in- 
curred losses of mutual compensation 
insurance corporations, made for the 
purpose of testing the adequacy of the 
reserves for workmen’s compensation 
losses computed in accordance with 
regulations promulgated by the super- 
intendent of insurance pursuant to sec- 
tion 191 of the insurance law. 

“One (the upper) portion of the ex- 
hibit sets forth the indicated incurred 
losses of each half-yearly period com- 
mencing July 1, 1914, and ending De- 
cember 31, 1917, with each subsequent 
revaluation thereof to December 31, 
1917. Thus, in the case of accidents 
arising between July 1 and December 
31, 1914, the paid losses plus those un- 
paid, evaluated as of December 31, 1914, 
produced an indicated ultimate cost of 
$235,289. The latest available informa- 
tion concerning the same group of 
losses (viz., as of December 31, 1917,) 
indicates an ultimate cost, after all out- 
standing losses shall have been paid, 
of $235,855. 

“In the lower portion of the exhibit 
the accumulated results are shown in 
form similar to the classification fol- 
lowed in a ‘select’ mortality table. 
All cases evaluated for the first, second, 
ete., time are thus brought together. 


Something New 


Residence theft insurance at one-third the former 
This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence Theft 
Regular rate of brokerage commission paid. 


General Accident 


Fire and Life 
Assurance Corporation, Ltd. 


PHILADELPHIA 








It has been found that after the lapse 
of one year losses can be classified and 
evaluated with considerable accuracy. 
Hence, the third valuation of all losses 
which arose between July 1, 1914, and 
December 31, 1916, is a fair test of 
the accuracy of the method by which 
the reserves of the mutual companies 
are determined. The first valuation of 
such losses indicated an ultimate cost 
of $2,176,655. Revalued one year later 
the corresponding figure is $2,183,687— 
a difference of but three-tenths of one 
per cent. The comparison, of course, 
assumes the suitability of the actuarial 
assumptions which enter into the re- 
serves for fatal and total permanent 
disability cases (ie., the remarriage 
rate of the Dutch Royal Insurance In- 
stitution, the mortality rate experienced 
among Danish survivorship annuitants 
and interest at 3% per cent). 

“Part 4—This exhibit had identically 
the same purpose and significance as 
Part 3, being a test of the adequacy 
of the loss reserves of the State In- 
surance Fund, which reserves, pursuant 
to section 92 of the Workmen’s Com- 
pensation Law, ‘shall be computed in 
accordance with such rules as shall be 
approved by the superintendent of in- 
surance.’ Referring to the losses in- 
curred between July 1, 1914, and De- 
cember 31, 1916, it appears that as 
against an original valuation of in- 
curred cost of $3,041,619 the revaluation 
made one year later indicates $3,049,- 
886,—an insignificant difference.” 

This suggests for consideration the 
old subject of reserve calculation by 
stock companies. The present system 
of figuring reserves has been frequently 
criticised as being unsound. Some com- 
pany men believe that at present good 
underwriting is penalized and_ vice 
versa. Changes have been made from 
time to time and the possibility of ob- 
taining a satisfactory basis may appear 
discouraging. The figures presented in 
the New York department report may 
serve to revive among the stock com- 
panies an interest in the subject. 





TRAVELERS RULING 

All forms of health insurance sold 
in the accident department of the Trav- 
elers, which contain no limit as to the 
period for which indemnity will be pay- 
able for disability by disease, the Com- 
pany will not continue beyond age 
fifty-five any form of health insurance. 
The insured under any one of these 
forms on reaching age fifty-six may 
make application for health insurance 
in which the limit of disability does 
not exceed fifty-two weeks and issu- 
ance of the insurance will be consid- 
ered subject to the usual underwriting 
rules. 
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What Is Understood 
By “Employment” 


PAYMENT OF COMPENSATION 
Common Expression in Law Creates 
Limitation—Excludes Many 
Accidents to Workmen 


Discussing the term “arising out. of 
and in the course of employment” as 
used in workmen’s compensation poli- 
cies, George A. Kingston, commissioner, 
Workmen’s Compensation Board, On- 
tario, says that this expression is a 
limitation on the classes of accidents 
for which compensation may be paid, 
and is found in three fourths of the 
jurisdictions on this continent in which 
compensation laws are in force. Per- 
haps no expression in the laws has 
given rise to more discussion. 

As a limitation it excludes a consid- 
erable number of accidents to work- 
men, the great bulk of which may be 
classed under the following eleven 
heads: 

1. (Street accidents. 

2. Accidents while going to and from work. 

3. Injuries due to scuffling, larking or horse 
play. 

4. Accidents, as sometimes stated in legal 
text hooks, cavsed by the act of God or the 
country S enemies, 


5. Injuries arising out of attempted robbery, 
fighting, assault or murder. 

6. Disabilities due to frost bite or heat 
stroke. : 

7. Accidents occurring during moments of 
leisure or while performing something of a 
personal nature. 

8. Cam» accidents 

9. Accidents resulting in the aggravation of 
a nre-existing diseased condition. 

10. Accidents dve to disobedience of rules 
11. Hernia, lumbago and strain cases 


Street Accidents 


1) treat Britain. until recently, 
classed street accidents as without the 
law on the ground that the hazard 
was not special but general, i.e, one 
to which the public generally is ex- 
posed, and not due to the employment 
This position is taken in a number of 
the United States, while in Ontario the 
view theld by the Scottish courts was 
adopted,—that the risk of the locality 
is one to which the workman is ex- 
posed by reason of his employment at 
that time and place, and is compens- 
able. This view was also adopted in 
a recent English case. : 

(2) Accidents occurring while going 
to avd from work are closely re- 
lated to the foregoing, but if they occur 
while on the employer’s premises, or 
while in a conveyance furnished by 
him as a part of the contract of em- 
ployment, they would as a rule be with- 
in the act. 

(3) Scuffling and larking are not a 
part of the duties for which a work- 
man is employed and the injuries due 
thereto would not be compensable; 
however, if the injured man is the vic- 
tim of events in which he was not a 
participant, compensation would seem 
to be in order. 


Acts Of An Enemy 


(4) Death by lightning will usually 
be regarded as compensable or not ac- 
cording to the nature of the employ- 
ment, i.e., as causing special exposure, 
or merely that shared by the public 
generally, though other factors may be 
decisive in individual cases. The same 
principle is applicable to injuries due 
to acts of the country’s enemies. 

(5) It is apparently a generally ac- 
cepted principle of law that compen- 
sation is allowable in cases where in- 
jury to a workman performing his duty 
is due to assaults of fellow workmen 
or by robbers; but if the assault is 
connected with a quarrel, or no con- 
nection with the employment is shown, 
the law does not apply. 


Frost and Heat 


(6) Injuries due to frost bite or heat 
stroke are to be disposed of much as 
in the case of lightning or bombard- 
ment, the question being whether there 
is such a special degree of exposure 


as to support the claim that the injury 
arose out of employment, as distinct 
from the common risk of the public 
or other workmen not called upon to 
undergo like exposure. 

(7) Injuries occurring during mo- 
ments of leisure or while engaging in 
acts of a personal nature are hardly 
subject to a general rule, each case 
calling for a decision on its own merits. 
If the acts are reasonable, considering 
all the circumstances, they will not be 
presumed to take a man out of the 
scope of his employment. 

(8) Where the workman lives in 
quarters furnished by the employer, 
practically his whole course of con- 
duct is subject to conditions fixed by 
the employer, who is therefore respon- 
sible for accidental injuries not usually 
classifiable as work accidents, but which 
must, under the circumstances, be con- 
sidered as coming within the course 
of the employment and arising out of 
it. 

Subjects 9, 10 and 11 will be d’s- 
cussed later. 


ACTUARY KIME DEAD 


Travelers Man Was Fellow of Actuarial 
Societies and Graduate of 
Michigan University 


Virgil M. Kime, casualty actuary of 
ihe Travelers, died this week of bron 
chial pneumonia. He came to the Trav- 
elers two years ago from the American 
Central Li’e. He was a fellow of the 
Actuarial Socicty of America, Casually 





VIRGIL M. KIME 


Actuarial and Statistical Society, and 
the Anerican Institute of Actuaries. He 
was educated at the University of Mich 
igan, taught in the economics depart 
ment there, and began his caveer with 
the Michigan Mutual Life, from where 
he went wiih the Missouri State Life. 
He was born in 1885, and was highly 
regarded by insurance men. 


POSTPONED BY HEALTH BOARD 


Meetings of Middle Department and Its 
Executive Committee Under Indoor 
Gathering Ban 





The health authorities have advised 
the Underwriters’ Association of the 
Middle Department that the meeting 
of the executive committee scheduled 
for Tuesday, October 15 and the gen- 
eral meeting of the association sched- 
uled for the 16th will come under the 
ban which prohibits indoor gatherings. 

After a conference with the presi- 
dent and chairman of the executive 
committee, it is announced that the 
executive committee meeting was post- 
poned until October 29th, and the as- 
sociation meeting until Wednesday, 
October 30th. 


How Insurance 
Can Be Socialized 


FANTASTIC SCHEMES ANALYZED 





Mutual Form Nearest it Can Approach 
to Socialized State and Remain 
Insurance 


Can insurance be socialized? asks the 
National Casua'ty in its “Agents’ Rec- 
ord.” Then it goes on to say some true 
and pointed things about this now 
much discussed subject We quote 
from the “Agents’ Record”: 

“As a general proposition we would 
say that insurayce can be socialized if 
banking, agricu'ture, merchandising and 
marufacturing can be socialized.  In- 
surance is founded upon the law of 
necessity, and is controlled by the eco 
romic demand of the individual. In- 
surance was e°rce'ved in the mutual 
form, and that is the nearest it can 
ever approach the socialized state, and 
remain insurance. 

“What is meant by socializing in- 
surance? 

“We gather from bills introduced, 
theses written and arsumerts made, 
that to socialize means to put in effect 
by law a plan whereby the provident 
must help the _ thriftless; whereby 
charity is robbed of the quality of 
mercy, and under which the individual 
sinks to a lower level. In_ socialism 
there can be but one supreme power— 
the state. Wealth must not exist. Op- 
portunity must not be embraced. Con- 
dit‘on must be average. The people, 
and all property and business, must be- 
long to the state 

“We have state compensation in 
some states, and social insurance prop- 
agandists point to it as the first step 
in social insurance. It is distinetly 
nothing of the kind. Employers’ lia- 
bility was a nightmare. It was a mis- 
conceived plan of defense, and was 
based on the theory that injury was in- 
cident to occupation, and that the work- 
man assumed the risk In time that 
belief, like many other false — beliefs, 
exploded. The public saw with clearer 
vision, and it was realized that indus- 
try should be responsible for the direct 
damage it does. Sound laws have been 
enacted, and broader coverage will 
come with experience. Several plans 
are in force, but only two or three 
states have been foolish enough to 
create a state administered plan of 
compensation. 

Politics’ Record 

“It is fallacious to believe that any 
business should belong to the state. 
All business should be governed by the 
state, and all should contribute to the 
support of the state, but the state 
should keep out of business. We have 
the sad exhibit of a long and putrid 
record of politics as the only socialized 
function of community existence. Lin- 
coln said, ‘Of the people, by the peo- 
ple, and for the people,’ but it is only 
occasionally that we find a Lincoln. 
Today it is of the people, from the 
people, and for personal or party ends. 
Politics are corrupt, and they are made 
so by corrupt politicians. Even in 
times like the present, not a week 
passes without some near disclosure of 
gigantic corruption, and polities is al- 
ways at the bottom. When we have 
socialized politics on a clean, whole- 
some and economic basis, we may begin 
to see that millennium wherein exis- 
tence will be ideal for all. When our 
political offices are filled with intelli- 
gent, honorable and successful men who 
reluctantly give up private business to 
serve the public from a sense of duty, 
there may be hope of socializing the 
community. 

How It Spreads 

“If we can socialize one thing, we 
van socialize everything. Social insur- 
ance involves 50 to 75 per cent. char- 
ity. A splendid economic theory. Let 
us go on to food, and say to 80 per 

(Continued on page 23) 


Annual Conference Of 
Insurance Institutes 


HELD IN BALTIMORE THIS WEEK 


Frederick Richardson Elected President 
—wWill Try to Interest Companies 
for Financial Support 


(Special to The Eastern Underwriter.) 

Baltimore, Oct. 14.—The tenth an- 
nual conference of the Insurance In- 
stitute of America was called to or 
der at the Southern Hotel, Baltimore, 
Maryland, on Monday morning by 
President A. T. Graham. Delegates rep- 
resenting the following cities were 
present: Hartford, New York, Philadel- 
phia, Chicago, New Haven, Baltimore. 
C. O. Richardson, president of the In- 
surance Society of Baltimore, made the 
address of welcome. 

A. T. Graham, president of the In- 
stitute, presented his annual report and 
recommended in his plan of procedure 
for the coming year the election of a 
company official in order that the in- 
terest of the company officials gen- 
ereully might be enlisted in the work of 
the Institute for the purpose of finan- 
cing the publication of text books, and 
thereby bringing the educational ad- 
vantages of the Institute study courses 
within the reach of insurance men 
throughout the country. 

Reports were received from the sec 
retary-treasurer, auditor executive com 
mittee and members of clubs and so- 
ciety. 

The delegates then adjourned for 
luncheon at the Merchants Club as 
guests of the Baltimore Insurance So 
ciety, after which the appointment of 
the following committees was an 
nounced: Committee on President's 
Address Frederick Richardson, of 
Philadelphia, chairman; committee on 
finance Benjamin Richards of Chicago, 
chairman; committee on institution, E 
R. Hardy of New York, chairman; com- 
mittee on nomination J. H. Kenney of 
Baltimore, chairman. Reports of the 
following special and standing com- 
mittees were received: committees on 
incorporation, membership, publication, 
examination, education. 

The present outline in both the fire 
and casualty branches was continued 
for another year although it was de- 
cided to refer to a special committee 
the question of referring to the execu- 
tive committee before the next con- 
ference a revised casualty course. 

Hartford presented the outline of a 
life course which was adopted. 

The delegates were the dinner guests 
of the Baltimore Society in the even- 
ing. 

Influenza Calls Off Theatre Party 

The theatre party which was to have 
followed the dinner was abandoned on 
account of the influenza epidemic hav- 
ing necessitated the closing of all 
places of amusement. 

On Tuesday morning the subject of 
financing the Institute was discussed 
with the result that a committee on 
propaganda was appointed consisting 
of E. R. Hardy, New York and H. E. 
Graham, Chicago. 

The finance committee recommended 
in its report a per capita tax of ten 
cents the same as last year with a 
minimum membership charge of ten 
dollars. The per capita tax to be 
yaived in the case of men in the serv- 
ice. A special committee on incorpora- 
tion was appointed of which Frederick 
Richardson of Philadelphia was made 
chairman. Charles H. Holland, of New 
York was suggested as an honorary 
vice-president of the Institute. 

Frederick Richardson, United States 
manager of the General Accident, was 
elected president and Charles H. Hol- 
Jand honorary vice-president. The pres- 
ent secretary, Benjamin Richards, for- 
merly of Boston, now of Chicago, will 

(Continued on page 23) 








THE EASTERN 


UNDERWRITER 


October 18, 1918 














It's a Pleasure To Be Turned Away By 
Nichols 


John D. Nichols, a colored man who 
acts as Cerberus in the entrance lobby 
of the Aetna Life’s home office build- 
ing in Hartford, has the cleverest man- 
ner of receiving visitors to the building 
that the writer of this column has ever 
seen in his experience among the sky- 
serapers—somewhat extensive. You ap- 
proach Nichols‘and inquire in your g-and 
est manner if Mr. So-and-so is in. But 
you have nothing on him. He comes 
back by asking, “May I have your name, 
sir?” in a manner so deferential and 
honeyed you nearly die of embarrass 
ment that you cannot say: “Tell the 
gentleman that Mr. Robert Lansing, 
Secretary of State, is awaiting him,” 
and thus live up to the important rank 
which Nichols hag evidently assigned 
you. Having told him your name, 
Nichols smiles benevolently and _ this 
time asks: “If he is in shall I tell him 
you desire to see him?” By now the 
visitor is so delighted that even if Mr. 
So-and-so doesn’t see him he leaves the 
building walking in the heavens of the 
keenest personal inner satisfaction. 

+ * * 


Oliver C. Smith Dead 


Oliver C. Smith of St. Louis has died. 
He was in charge of the accident and 
life department of the W. H. Markham 
agency and waS a man generally looked 
up to by the insurance men of St. Louis. 
He was active in association work and 
had been giving his time unstintingly 
to the Liberty Loan campaign. 

w ” * 
Talk of Revision 

In Bureau circles there is beginning 
to be talk of automobile casualty rate 
revision. While experience is said to 
be growing worse it is intimated that 
the curtailment by the Government of 
the manufacture and use of machines 
may act as a counter to the loss ratio. 

a * + 


James R. Garrett Better 


James R. Garrett, manager of the 
Eastern department of the National 
Casualty, is again at his office at 100 
William street. He was a pretty sick 
man for several weeks and has not 
yet regained his customary vigor. 








A. M. Murray A “First” 

Another good Aetna man has shown 
himself to be an appreciated servant 
of Uncle Sam. A. M. Murray, superin- 
tendent of the liability and compensa- 
tion department at 100 William Street, 
New York, is now a first lieutenant. 
Nobody is surprised at his rapid prog 
ress. In the insurance district his as- 
sociates had become accustomed to see- 
ing him advance, Murray went to 
Camp Upton as a buck private. He 
was at once selected by the Draft Board 
to serve as an acting corporal. Before 
long he was a corporal. Then he was 
transferred to Camp Dix. Mr. Murray 
has been recommended as a candidate 
for the Officers’ Training School for 
intelligence officers. This is distinctly 
a feather in his cap for this line of 


work requires particular ability. It in-. 


volves the task of acquiring highly con- 
fidential information regarding the en- 
emy, as well as finding out what fa- 
cilities and opportunities our own forces 
have for accomplishing certain tasks. 
Murray is particularly well qualified 
for this job, for in his insurance work 
he had acquired the reputation of be- 
ing a delver with a keen pere:ption 
and an unusual amount of persistence. 
In the Aetna office it is common knowl 
edge that if any inside information 
was desired on any particular subject 
Murray would dig it out if assigned 


the job. 
~_ * & 


Edmund S. Ely Advanced 


Kdmund §S. Ely, automobile depart- 
ment superintendent of the Aetna com- 
panies in New York, entered the gov- 
ernment service last February as a 
private stationed at Fort Slocum. He 
was transferred to Fort Bliss, in the 
artillery service. He was selected for 
admission to the Artillery Officers’ 
Training School at Louisville and has 
now been graduated from there with 
the rank of second lieutenant. 

ae f + 
Fifty Per Cent. Gone 

Of all the male employes who were 
in the New York branch office of the 
Hartford Indemnity a year ago, at least 
fifty per cent. are in the Government 
service. 

ok ae a 
Bouvier In Army 

Jack Bouvier, of the law department 

of the Aetna Life, is in the army. 
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TRAVELERS PROMOTIONS 


H. L. Paddock, L. Eastwood Sawyer, 
Wellington Potter, of Giddings’ Staff 
Advanced By Company 


Four interesting appointments were 
announced by the Travelers this week. 





L. EASTMAN SAWYER 


Harry L. Paddock, L. Eastwood Saw- 
yer and Wellington Potter were pro- 
moted to the rank of agency assistant 





HARRY L. PADDOCK 


to the assistant superintendent of agen- 
cies. All of them have been members 
of Major Giddings’ home office staff, 





WELLINGTON POTTER 


and have done good work for the com- 
pany. 

Clifford L. Waite, has been promoted 
to field assistant. 


Joseph A. Watson, superintendent of 
the general fidelity division of the 
Fidelity & Deposit, who had been con- 
nected with the Company for more 
than seventeen years, now has a re- 
sponsible position with B. Altman & 
Co., New York, where he is assistant 
to the vice-president and has general 
supervision over the employes, 


APPOINT F. ROBERTSON JONES 


Succeeds Professor Glover on Main Ad- 
visory Board of War Risk 
Bureau 





F.. Robertson Jones, secretary of the 
Workmen's Compensation Publicity Bu- 
reau, has been appointed by Secretary 
of the Treasury McAdoo a member of 
the advisory board in the Division of 
Military and Naval Insurance of the 
War Risk Bureau, succeeding Profes- 
sor Glover of the University of Michi- 
gan, who is now engaged in the Bu- 
reau’s work of investigation. 


Reunion of Agency Men 

J. S. Hirsh was toastmaster at a 
dinner given by the producers of the 
EK. E. Clapp & Co., general agency of 
the Fidelity & Casualty to Edward EF 
Clapp and Charles Bellinger at the 
Biltmore. This was the first time the 
agency men had been brought together 
since the death of Edward Griffith 
The occasion was marked by expres 
sions of loyalty to the organization and 
zeal for the active promotion of the 
agency’s interests. The Liberty Loan 
was not forgotten, W. S. Gillespie tak 
ing that in charge. Thirty thousand 
dollars was subscribed by the seventy- 
five or so persons present. J. S. Hirsh 
agreed to procure subscriptions for 
$10,000 and F. A. Berthold took $5,000. 
There was much speaking and a gen- 
eral good time. 

* * * 


Bond Rates Up 


Surety bond rates on snow removal 
contracts have been advanced in New 
York City from one per cent. to 1% 
per cent. Garbage and ashes contract 
rates have been advanced to 11% per 
cent., for one ycar or less, with the 
renewal rate the same. Loading and 
trimming garbage scows now carries 
the 14% per cent. rate. 

ok ok cd 


Aetna Office Depleted 
The Aetna Companies office at 100 
William street has been hard hit by 
the grippe. Fifty clerks were away 
this week. Besides, that office had a 
number of teams working on the Lib- 
erty Loan, about thirty-five persons all 
told. Those who remain have done 
nobly in keeping up with the work. 
a * * 
Powers of Congress 
An insurance man has made the ob 
servation that Congress really has no 
authority to use any public funds for 
the purpose of paying insurance pre- 
miums or the premiums on_ bonds. 
Nevertheless it is customary for those 
who do business with the government, 
to give bonds and the government, 
while not authorized to pay for them, 
is often deeply interested in obtaining 
the lowest rates possible on both in- 
surance and bonds for those with whom 
it does business. 
* * * 
Brooklyn Committee Results 
The Brooklyn Insurance Committee 
of the Liberty Loan had raised more 
than $600,000 up to Wednesday. C. H 
Bainbridge, of White’ & Bainbridge, ‘is 
chairman of the committee; and B. BH. 
Gendar, of Lewis & Gendar, is secre- 
tary. 
* * + 
W. L. Forrest, formerly manager of 
the New York office of the North Amer- 
ican Accident, and son of George L. 
Forrest, president of the New York 
Safety Reserve Fund, is now a lieuten- 
ant of aviation at Fort Wayne, Mich- 
igan. 
- + s 
The New York Underwriters’ Agency 
at 100 William street has a new honor 
roll which is of particularly neat de- 
sign. It is of metal and is of the elas- 
tic type. It takes up but little room 
and is capable of carrying a large num- 
ber of names, 
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At the golden anniver- 


Views Of sary convention of the 
A Veteran Pacific Mutual Life a 
Producer prize was awarded Wil- 


liam J. Burton, of Chi- 
cago, for the best paper on important 
topics. Mr. Burton writes with five 
and. twenty years’ experience in the 
accident line. Among other things he 
says: “The viewpoint of the agent 
aeterminés the degree of his success: 
No man can make a real success until 
he has determined to follow perma- 
nently the insurance work as a pro- 
fession. I have no sympathy for those 
fellows who say ‘Well, I'll take a crack 
at it.’ They are always ‘cracking’ and 
never get anywhere.” 

* & s 


Insuring is an exact 


. How Public science, says the “Na- 
Opinion Is_ tional Agents’ Record.” 
Formed Those who engage in 


the work fairly, have 
standing in the community in which 
they live; those who do otherwise are 
rightly looked upon with suspicion, and 
they lower the business in the eyes of 
the public. They are the cause of a 
feeling which exists in the minds of 
many, against insurance, and against 
insurance agents. This attitude of the 
public is evidenced by the findings of 
judges, and the verdicts of juries. Most 
of the men in the field are doing their 
part well, but some are not. The best 
results cannot be obtained as long as 
the. public is antagonized by improper 
conduct, and the antagonism will exist 
as long as the improper conduct does. 
Let those, therefore, who have been 
unmindful of their responsibility and 
their duty, turn over a new leaf and 
have regard for it. 


As to annulment of 


Government contracts because of 
Help For war conditions the Fi- 
Contractors delity and Deposit says 


in a recent issue of “The 
Journal’: 

By an Act of Parliament of England, 
a party to a contract entered into be- 
fore August 4, 1914, date of declara- 
tion of war, may file application with 
the court for annulment of the con- 
tract, leaving the disposition thereof 
to the discretion of the court. 

A French law was also passed pro- 
viding that certain contracts may be 
cancelled at the request of either of 
the contracting parties, if it could be 
proved that by reason of the state of 
war the execution thereof will be prej- 
adicial to the contractor or cause un- 
warranted expense. 

The various state, county and munic- 
ipal governments throughout the United 
States cannot, in justice to contractors 
who entered into contract prior to April 
6, 1917, to perform work for a stipu- 
lated agreed price, and to public in- 
terests, close their eyes to the burden- 
some conditions brought on the con- 
tractor by war conditions, but should 
consider the advisability of affording 
him that relief which the Parliament 
of England, the French. government 
and State of New York, have in their 
wisdom afforded the contractor under 
similar circumstances. 


. a” * 


As an argument for 

Larger Burglary full insurance the 
Policies Can Fidelity & Deposit 

Be Sold tells of a claim 
presented by a 

Tesident policyholder for $5,000, cover- 
ing the loss of miscellaneous articles 
of jewelry the aggregate value of which 
was $7,200, The assured suffered the 
loss of the difference simply because 
50me one neglected to provide him with 
Sufficient insurance and the fact that 








CASUALTY AND SURETY POINTERS 








he is now carrying a twenty-five thou- 
sand dollar policy is evidence. 

Everyone must realize that the value 
of all personal property is advancing 
rapidly and will probably cost 50 per 
cent. and in some instances 100 per 
cent. advance in price to replace at this 
time. . It is also evident that the pres- 
ent wave. of prosperity has greatly in- 
creased.the number of valuable articles 
in a’ great many households, which 
places our policyholders in the same 
position as our claimant above referred 
to. 

The time is now opportune for agents 


to take advantage of this situation by: 


circularizing their respective burglary 
policy holders and urge them to in- 
crease the amount of insurance com- 
mensurately with increased values. 


H. T. Alabaugh of the 
Massachusetts Bond- 
ing has in three years 
built up his monthly 
premium collections 
from $10 to over $500. He believes 
that poor territory is no alibi for fail- 
ure. He says that while the agent 
who has his headquarters in a small 
town cannot carry as many prospects 
on his list as an agent living in a larger 
town or city, he will write a larger 
percentage of them because competi- 
tion is not so keen. “My town has a 
population of less than one thousand; 
I started about six years ago as a part 
time agent—the way most accident and 
health men make their start in the 
insurance business. It looked very dis- 
couraging to me, especially the first 
year during which I only gave it my 
spare time. Finally I made up my 
mind that there is good money in writ- 
ing disability insurance so decided to 
invest my full time in the work. 

“During the past year as a district 
manager I have been successful in plac- 
ing a number of part time men and 
wish to state that they have been a 
valuable asset to my agency. They 
may only write half a dozen or so each 
month but it is surprising how the 
business grows and stays on the books. 
Through part time agents a manager 
may give service to his policyholders 
and I often tell new policyholders whom 
I write that it is just as convenient 
for them as though the home office was 
located, in their town. I am always on 
the job when a claim arises to show 
them that I am just as eager to take 
care of the claims as to collect the 
premiums. 

“Take a town or a village where you 
may already have a few policyholders 
on the books; then single out one of 
them who is located permanently and 
who is not in the draft age; interest 
him—and I know it can be done if you 
will make it interesting for him-—in 
this way you will get him started on 
a small scale and business will stick 
much “better because the company is 
represented in their own community 
It will pay any sub-agent and there are 
any number of men who are willing to 
make Some extra money in addition to 
their pay envelope. Furthermore, a 
good many people would rather help 
some one in their own community than 
a non-resident. 

“More than two years ago I tried to 
convince myself that I had written 
practically all the prospects in my ter- 
ritory and thought I would have to 
resort to some other quarters in order 
to keep going. Now I am fully aware 
that this was a mistaken idea as I have 
been doing business ever since, have 
more prospects than I had two years 
ago and I am getting a better class of 
business. For this reason I am in favor 
of cultivating a small field and doing 
it.up right rather than trying to cul- 
tivate more than I can handle.” 


Making Good 
Use Of Part 
Time Men 





W. E. SMALL, President PETER EPES, 


THE LAST WORD IN 





GEORGIA CASUALTY COMPANY 


HOME OFFICE: MACON, GEORGIA 


“DIXIE AUTO POLICY” 


Surplus and Reserves to Policyholders........$1,688,506.87 





Agency Mgr. E. P. AMERINE, Secretary iP 


MOTOR INSURANCE 











INSURANCE CO. 
HOME OFFICE, 





Russell R. Cornell, Vice-Pres. 


The METROPOLITAN CASUALTY 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 





OF NEW YORK 
47 CEDAR STREET 


Alonze G. Brooks, Ass’t See. 








| 
HEAD OFFICE 


CHICAGO 
F. W. LAWSON 


General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 





OF LONDON, 





| THE SIGN OF GOOD CASUALTY INSURANCE 





Established 1869 


London Guarantee & Accident Co., Ltd. 





F. J. WALTERS 
R Fe | + M g - 
55 JOHN STREET 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 
Resident Managers 
New England 





ENGLAND 








As a hint to its agents 
After the the Massachusetts Bond- 


Railroad ing says that railroad men 
Men are being paid higher 
wages today than ever 


before and they are sure to have all 
the work they can do. This means 
that the two biggest arguments rail- 
road men have always used as to why 
they should not buy insurance cannot 
be used at present, so railroad depart- 
ment agents who are out after the 
business are getting more than ever 
before Each agent should study his 
own record very carefully, for by 60 
doing most agents can easily work out 
a plan that will enable them to double 
or treble their present collections. 
a s a 


Get the range, says the 


The War Interstate Life & Aecci- 
Spirit In dent. Then turn on your 
Soliciting rapid fire guns! That’s 

what our boys “over 


there” are doing. Size up your pros- 
pect—-study his needs and his ability 
to pay, that you may the better know 
the kind of policy and how much to 
sell him. Show him that one week’s 
salary a year, one bale of cotton, or 
one fat hog will buy two or three times 
as much insurance as could have been 
bought with the commodity a 
few years ago Physicians have an 
swered the call to service until now 
those who are left have twice or three 
times as many calls as formerly. They 
are able to double their insurance 
The wise agent will make use of this 
suggestion. Will you? 

Ma - 7 


Same 


Getting Ready in Virginia 

jefore the Virginia Industrial Com 
mission organizes to take up the work 
of administering the compensation law 
it will visit the commissions of other 
states and gather information The 
rates for Virginia have been prepared 
by the Bureau and are ready for use 
when required 
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Socialized Insurance 
(Continued from page 21) 


cent. of the wage-earners, ‘Buy on cred- 
it, and then pay only half the account, 
leaving the balance for the grocer and 
taxpayer to make up.’ Let us go on 
to the banks and plan so that 80 per 
cent. of the people can borrow money 
and only have to pay back 50 per cent. 
Kach of those plans sounds fantastic, 
but they are exactly in line with the 
Mills Bill or the Nicoll Bill or the prop- 
wzandist plan for social insurance. 
“Social insurance propagandists are 
closely related to the I. W. W.” 


Annual Conference 
(Continued from page 21) 


hold over until the executive committee 
and appoint a successor. 

The delegates took lunch at the Mer- 
chants Club as guests of the Baltimore 
Insurance Society and this was- fol 
lowed by an automobile ride through 
the city with a dinner in the evening 
at the Baltimore Country Club at Ro- 
land Park Executive committee met 
later in the evening and appointed the 
standing committee for the ensuing 
year 
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I Am Public Opinion 


aed All men fear me ! | 


nO 














I declare that Uncle Sam shall not go 
to his knees to beg you to buy his | 
bonds. That is no position for a fight- 
ing man. But if you have the money 
to buy, and do not buy, I will make 
this No Man’s Land for you ! 








I will judge you not by an allegiance 
expressed in‘mere words. 


I will judge you not by your mad 
cheers as our boys march away to 
whatever fate may have in store for 
them. 








I will judge you not by the warmth of 
the tears you shed over the lists of the 
dead and the fnjured that come to us 
from time to time. 


I will judge you not by your uncovered 
head and solemn mien as our maimed 
in battle return to our shores for lov- 
ing care, 


— 


i \ gp), 7 ‘ie W But, as wise as I am just. I will judge 
, —f#y ‘he “ip you by the material aid you give to 
the fighting men who are facing death 
that you may live and move and have 
your being in a world made safe. 


I warn you— don’t talk patriotism | 
over here, unless your money is talk- 

. . r 

ing victory Over There. | 


IT am Public Opinion! 
As I judge, all men stand 











or fall! 


Buy U. S. Gov’t Bonds Fourth Liberty Loan 
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